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SALES AIDS 


Liberal Underwriting — 
you may be surprised at our favorable consideration of such histories 
as — skull fracture, malaria, diabetes, gout, prostatectomy, hyster- 
ectomy, ruptured intervertebral disc, etc. 
Complete Juvenile Underwriting — 
including payor benefit. Progressive Protection policy, written O-15, 
automatically expands fivefold at age 21 without increase in premium. 
Business Insurance — 
with flexible settlement options enables you to carry out programming 
to meet individual needs in connection with Stock Purchase, Stock 
Retirement and Partnership Purchase Plans. 


Flexible Settlement Options — 
provide almost unlimited methods for distribution of proceeds including 


privilege of taking part in cash and part under options or of leaving 
at interest temporarily and changing to another option later. 
Disability Income Provision — 
provides $10 per month per $1,000 with coverage to age 60, — 
to males 21-55. 
Premium Payments Can Be Changed at Any 
premium due date, not necessarily the policy anniversary, giving 
flexibility of payment dates in arranging programs. 


Both Renewable and Convertible Term — 
also popular policies combining Ordinary Life and Term. Riders 


designed to cover the outstanding balance of a mortgage or to pro- 
vide family protection may be attached to basic policies. 

Special Class Underwriting 
offered in wide range with issues in substantial amounts up to 500% 
of expected mortality in many cases. 


Group Coverages — 
complete across-the-board underwriting. Our convenient nation-wide 


Group district offices expedite service. 
Premiums Accepted 
up to 20 years in advance at 22% discount. Maximum amount con- 
sidered on individual basis. 
55% Graded Commission Schedule. 
Pension Trust Service — 
complete comprehensive coverage without farming out portions of 


your case. ' 
Liberal Dividend Schedule — From full-time representatives of 


results in low net cost. other life companies we invite 
only surplus and special business. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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AN EYE 
FOR 
FIGURES 





Tokens of teamwork 

by all Life of Georgia people 
in the achievement of 

the billion in force 

were tie bars for men 

and ear dangles for women, 
which they received when 


the mark was passed in September. 





F. inancial ,_ e DECEMBER 31, 1953 


Assets PERCENT AMOUNT 
U. S. Government Securities . 10.28 $ 9,688,500.57 
State, County and Municipal Bonds . 10.63 10,018,010.04 
Railroad Bonds ; 1.42 1,340,584.78 
Public Utility Bonds aula) 20.33 19,156,304.69 
Industrial and Miscellaneous Bonds «< ze 3,996,555.71 
OOM Fo. ce ok ee te ese) 2,428,196.00 
Mortgages (First Liens) 41.27  38,872,726.99 
Real Estate: 
c : Offices (Including Branches) . ° meee 2,776,006.14 
Life Insurance Company of Georgia DOM st wee 2 ES 
igi RGHCHTUORNS ©. oho. Bere 6 ks .76 713,115.05 
nae " SS a ae ee ee ee 1,673,739.09 
passed the billion mark and moved into Interest and Rents Due and Accrued . . 56 524,130.07 
Premiums in Course of Collection (Net). 1.93 1,819,326.17 
Miscellaneous Assets 3 ta 3,325.00 


1954 with $1,060,689,567 life insurance 





Total Assets . $94,205,211.55 








in force. Payments to policyholders and Liabilities and Surplus 


AMOUNT 
pint ie : Policy Reserves. . ... . $72,655,713.01 
beneficiaries in 1953 amounted to Claims in Process of Settlement 305,816.58 
Reserve for Unreported Claims 208,239.23 
’ Premiums and Interest Paid in Advance 3 980,008.66 
$10,541,464. Assets were increased Estimated Amount Due and Accrued for Taxes . 859,510.00 
Reserve for Pension Plan ‘ 5,475,890.47 
18 percent to $94,205,212. Agents’ Bonds Reserve and Interest . 550,955.00 
Security Valuation Reserve . 254,735.21 
Miscellaneous Liabilities . 479,472.53 


Total Liabilities Except Capital . 
CaPITAL AND SURPLUS FUNDS FOR FURTHER 
PROTECTION OF POLICYHOLDERS: 
Capital . el cane, 7 
Unassigned Surplus Funds 


$81,770,340.69 


$ 7,000,000.00 
5,434,870.86 


WARE surance Cenpareyp 
“ly$> “SRREORGIA. $12,434,870.86 


e 
4,205,211.5 
INSURES THE SOUTH . SINCE 1891 Ke ee 


wOme Overce ateanca € 


Capital and Surplus . . .« « « 
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MORE THAN A BILLION DOLLARS OF LIFE INSURANCE IN FORCE 
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Tax Bill Hobbles 
Ordinary Life Use 
in Pension Trusts 


Discrimination Seen 
Arousing Ire of Experts 
Who Favor Its Employment 


The new tax bill prohibits the use 
of ordinary life policies as investments 
for qualified pension and profit-shar- 
ing trusts, though permitting annuities 
and retirement income policies “in 
which the face amount does not exceed 
100 times the monthly annuity payable 
at normal retirement age under the 
plan.” 

Use of ordinary life policies in pen- 
sion plans funded through individual 
policies and in profit-sharing pension 
plans similarly funded has become 
widely popular, as it permits current 
commitments to be kept reasonably 
low and the pension benefit boosted at 
retirement age by converting the ordi- 
nary life policy to a retirement form. 
The proposed change is arousing 
widespread concern among agents who 
sell pension trusts funded with indi- 
vidual policies. They hope that the 
discrimination against ordinary life 
policies was an oversight and that 
whatever the reason for it, it will be 
possible to get it eliminated before the 
bill is passed. 

The prohibition against ordinary life 
policies would not affect investments 
in such policies made before March 1, 
1954. 


Unless the provision in the bill is 
changed it will wipe out benefits of the 
ruling obtained from the Internal Rev- 
enue Service last December by Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America permitting use 
of ordinary life policies in profit-shar- 
ing plans to the extent 50% of the 
available contributions of the employ- 
er. However, the effect on this relative- 
ly limited type of pension trust market 
would be small in the overall pension 
picture as compared with what the 
proposed law would do to the general 
run of individual-policy pension trusts. 
In contrast to the present law, the 
tax bill would relieve the employe of 
current tax liability for the portion of 
the employer’s contribution deemed to 
be for the protection element in the 
insurance policy. It would also relieve 
the employer of computing and ac- 
counting for this liability. However, in 
case of death the full face amount 
would be subject to tax as an annuity 
to the beneficiary if paid out in that 
form, whereas at present only the re- 
serve under the policy as of date of 
death is subject to tax. Under the bill, 
if proceeds are paid to the beneficiary 
within a single year the full face 
amount would be taxed at long-term 
capital gains rates, whereas under the 
present law only the reserve is so 
taxed. Proceeds are subject to the $5,- 
000 income-tax exclusion for death 
benefits paid by an employer. 

The new plan would impose a de- 

(CONTINUED ON PAGE 24) 
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‘04 MDRT Gates Opened Federal Health 
to 260 More Producers 


The names of 260 agents make up 
the third listing of qualifiers for the 
1954 Million Dollar Round Table. This 
brings the total number for 1954 to 
801. Previous listings appeared in the 
Jan. 22 and March 5 issues. 

G. Nolan Bearden, New England 
Mutual, Beverly Hills, MDRT chair- 
man, reports that although the qualifi- 
cation period officially closed March 
15, it will be a few weeks before all of 
the names are finally reported. A 
fourth list is expected about March 20, 
and the final one probably will be re- 
leased during the first or second week 
in April. 

The current list carries numerous 
names well-known in the insurance 
field. Among these are two past- 
MDRT chairmen from Chicago, Wal- 
ter N. Hiller, Penn Mutual Life, with 
21 years of qualifications, and Paul W. 
Cook, Mutual Benefit Life, with 18 
years of qualifications. Henry W. Hays 
Massachusetts Mutual, Rochester, N. 
Y., registered his 19th year of qualifi- 
cation. 

QUALIFYING 


Edward J. Adams, Equitable Society, Akron, 
O.; Harold A. Aubry, Aetna Life, Toledo, O.; 
Richard C. Babcock, Business Men’s Assurance, 
Phoenix, Ariz.; Eph Baker, Penn Mutual, Will- 
iamsport, Pa.; Pierre Beaulieu, Les Prevoyants 
du Canada, Chicoutimi, Que.; Waverly H. 
Branch, Jefferson Standard, Chapel Hill, N. C.; 
John L. Buchanan, John Hancock Mutual, Wi- 
chita, Kan.; George H. Camerson, Northwest- 
ern Mutual, Neenah, Wis.; J. Burton Cardiff, 
Northwestern Mutual, Racine; Edwin P. Char- 
lette, Jr., Union Central, South Bend; John W. 
Chittick, Prudential Assurance, Toronto, Ont. 
Canada; Sidney E. Coleman, Penn Mutual Life, 
Philadelphia, John S. Cooper, North American 
Life, Detroit; Mary Evelyn Dickerson, Mutual 
Life of New York, Baton Rouge; John F. Du- 
mas, New York Life, New Orleans. 

Walter J. Eckert, National Union Life, Mi- 
ami; Robert L. Ericksen, New York Life, Oak- 
land, Cal.; Sam J. Filicetti, Western Life, 





Newest candidates for NALU trus- 
tee posts are Z. W. Finberg, Great- 
West Life, St. Paul, and Winslow S. 
Cobb, Jr., Connecticut Life, Boston. 
Stories reporting their bids appear 
on pages 4 and 19. 





Havre, Mont.; Milton Fodiman, Franklin Life, 
West Hyattsville, Md.; Walter F. Foy, Jr., 
London Life, Sarnia, Ont., Canada; Joseph R. 
Frado, Manufacturers Life, St. Catherine, Ont. 
Canada; Lloyd R. Freeman, Jr., Union Cen- 
tral, Philadelphia; Leo R. Futia, Guardian, 
Buffalo; B. H. Gibson, Jefferson Standard, 
Harlingen, Tex.; William H. Goldsmith, Pru- 
dential Assurance, Toronto, Ont., Canada; Ny- 
al C. Grady, New York Life, Spokane, Wash.; 
Samuel E. Hecker, Mutual Life, New York; 
Albert W. Herrman, Western Life, Eugene, 
Ore.; George B. Hopkins, Equitable, Kalama- 
zoo, Mich.; John J. Howe, Mutual Life, The 
Dalles, Ore. 

Elwyn G. Hughes, Great-West, Newark, N. 
J.; Jesse D. Jones, Prudential, Jacksonville, 
Fla.; Alyse Laemmle, Beneficial Standard, Los 
Angeles; Sam Liberto, Great Southern, San 
Antonio; Clifton L. McDonald, American Na- 
tional, Chattanooga, Tenn.; Kenneth P. Mc- 
Kenzie, Canada Life, Edmonton, Alta, Canada; 
Jack L. McKewen, Prudential, Birmingham, 
Ala.; Theodore L. Mander, Penn Mutual, New 
York; Luther L. Marshall, Jr., Prudential, 
Forth Worth, Tex.; Calmon P. Mendel, Mass- 
achusetts Mutual, Savannah, Ga.; James T. 
Mills, Connecticut Mutual, Atlanta; Benjamin 
Moraqchnick, Metropolitan, Kearny, N. J.: 
Roland Mushat, Jr., Equitable Society, Gads- 
den, Ala.; Gertrude F. Nelson, New York Life, 
Vicksburg, Miss.; Stanley Newhouse, Mass- 
achusetts Mutual, New York. 

Arnold E. Northrop, Metropolitan, San Die- 
go, Cal.; Philip J. Pearson, Canada Lifge, Van- 
couver, B. C., Canada; Ovide Peloquin, Pru- 
dential Assurance, Mmontreal, Que., Canada; 
Guy Poliquin, Prudential Assrance, Montreal, 
Que., Canada, Robert C. Preble, Jr., National 
Life of Vermont, Chicago; Loane J. Randall, 
State Mutual, St. Paul, Minn.; Lester L. Reed, 
Travelers, Pittsburgh: Edward L. Reiley, Mu- 
tual Benefit Life, Philadelphia; Edward L. 
Roederer, Phoenix Mutual, Chicago; William 
A. Schneider, Ohio National, Kankakee, I11.; 
Robert E. Scott, Connecticut Mutual, Kalama- 
zoo, Mich.; Nathan M. Shapiro, Union Central, 
Minneapolis; Clyde H. Smoll, Continental 
American, Norristown, Pa.; Henry C. Stock- 
man, Jr., New England Mutual, Newark, N. J.; 
Wendell Thatcher, New York Life, Houston; 
Charles B. Tuttle, Mutual Benefit Life, Chicago; 
Edward P. Warren, Mutual Benefit Life, Cleve- 
lan; Noel L. Welsh, Metropolitan, Tulsa, Okla.; 
Willis L. Whatley, New York Life, Tulsa; Leo 
L. Wolfson, New York Life, Chicago: Minor 
E. Woodall, Jr., Equitable Society, Gunters- 


ville, Ala. 
LIFE & QUALIFYING 

William Aydelotte, Travelers, Schenectady, 
N. Y.; George J. Cohen, New England Mutual, 
New York; Jack W. Griffiths, Manufacturers 
Life, Winnipeg, Man., Canada; Harry K. Gut- 
mann, Mutual Life, New York; Albert R. Hahn, 
Northwestern Mutual, Philadelphia; Joseph D. 
Heard, Lincoln National, Louisville, Ky.; Fred- 
erick M. Irwin, London Life, Toronto, Ont., 
Canada; Paul E. Lachance, Prudential Assur- 
ance, Quebec City, Canada; Bernard C. Lewis, 
Prudential, Newark, N. J.; Col. Milton A. Low- 
enberg, Aetna, New York: Charles S. McAllis- 

(CONTINUED, ON PAGE 24) 





Late News 





Bulletins... 





R. L. Birdwell New Okla. Commissioner 


Robert L. Birdwell, attorney of Oklahoma City, was appointed state insur- 
ance commissioner to succeed Donald F. Dickey, resigned, effective March 21. 
Dickey’s term expires in November and the new commissioner states he will not 


run for election at that time. 


This would leave the commissioner’s job open at that time, and as of now 


there are no avowed candidates. 


Mr. Birdwell, whose age is 31, is vice-president of American First Title & 
Trust Co. of Oklahoma City. A former law partner of Gov. Murray, he gradu- 
ated from University of Oklahoma law school in 1947 and served in the navy 


during the last war. 


N. Y. Expense Limit Amendments Pass 

ALBANY—The bills amending section 213 of the insurance law covering ex- 
penses on ordinary insurance and section 213-A covering industrial have passed 
both houses of the New York legislature. Since the bills have the insurance su- 
perintendent’s support, it is expected that Gov. Dewey will sign them without 


question. 


The assembly passed the Calli bill amending the insurance law to require 
an A&H policy to be incontestable after two years instead of three for state- 


ments contained therein. 


(Additional Late News on Page 28) 


Reinsurance Bill 
Gets Close Study 


Provides Recovery for 75% 
of Claims Exceeding 100% 


Ratio, Hearings Next Week 

WASHINGTON—Insurance experts 
are studying the Wolverton federal 
health reinsurance bill to dope out its 
significance to the business but the 
measure is so general in its terms as to 
make analysis something of a guessing 
game. 

The bill sets up a framework but 
leaves the procedure almost entirely 
up to the Secretary of Health, Educa- 
tion and Welfare to formulate by ap- 
propriate regulations. 

The gist of it appears to be that in 
return for a reinsurance premium the 
government will reimburse the insurer 
for 75% of its “reinsurance costs in- 
curred.” These are defined as the 
amount by which the insurer’s in- 
curred costs on plans covered by the 
reinsurance exceed the insurer’s aggre- 
gate premium income earned under the’ 
reinsured plan as reduced by the 
amount of “applicable administrative 
expense allowance.” 

This administrative expense allow- 
ance is determined by multiplying the 
insurer’s aggregate premium income 
under the reinsurance plan by “the ap- 
plicable administrative-expense-allow- 
ance factor” predetermined for the 
plan under the law. The factor appli- 
cable to a given plan “shall be seven- 
eighths of that ratio, approved by the 
secretary, which the carrier...esti- 
mates to be the ratio which its annual 
administrative expenses to be in- 
curred in connection with the plan will 
bear to its annual premium income to 
be earned under the plan.” To prevent 
distortion the secretary may require 
the use of an average ratio covering 
not more than three years. 

What this seems to mean is that an 
insurer having losses greater than 
110% of its net premiums—excluding 
what was allowed for expenses—could 
recover all but 25% of the excess. 
While such a deal would seem to have 
scant attraction for an insurer, the 
theory behind the bill is that it might 
induce insurers to do some experi- 
menting on a mass basis that they 
might otherwise hesitate to initiate and 
that once under way these experiments 
might prove that coverage could be 
underwritten without excessive losses. 
Hearings were scheduled to start next 
week on the Wolverton bill before the 
House interstate and foreign commerce 
committee, of which Rep. Wolverton is 
chairman. On the companion Senate 
bill, introduced by Sen. Smith and 
others, hearings are to open April 12. 
Insurance representatives will testify 
and it is anticipated that their testi- 
mony will be useful to the welfare de- 
partment in formulating its regulations 
but it is not expected that welfare de- 

partment people will be in a position 
(CONTINUED ON PAGE 24) 
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RIETZ AT LIAMA MEET TWO PASr 
: ; Ge eee call 

Tells How Lincoln National Developed man of the LAMA 
agency manage. 


A&H Without Going Outside for Staff 


More than two years’ experience in 
underwriting A&H has proved “quite 


satisfactory’’ to 
Lincoln National 
Life and ‘‘has 


added commission 
dollars for our 
agents without any 
measurable loss of 
life volume or 
commis -.- 
sions,” Vice-presi- 
dent H. Lewis 
Rietz told the 
LIAMA A&H meet- 
ing in Chicago. 

It did not take 
Lincoln National Life long to conclude, 
said Mr. Rietz, that the addition of 
A&H would have no adverse effect on 
policyholders and prospects. He attri- 
buted this to the fact that the company 
began with these objectives and held to 
them: (1) well-designed full-coverage 
policies; (2) good initial underwriting; 
(3) liberal claim and renewal under- 
writing practices. 

Lincoln National general agents were 
almost unanimously in favor of the 
company’s entering A&H, said Mr. 
Rietz, the chief reason given being that 
it would help in recruiting new full- 
time life agents. The majority of agents 
canvassed also favored their company’s 
entering A&H. 

Lincoln originally intended only to 
enter the replacement-of-income field 
and to offer hospital indemnity bene- 
fits only as a rider to loss of time 
policies. However it decided to intro- 
duce individual and family group 
hospital policies within a year after 
entering A&H. 

Although the company considered 
taking on an experienced A&H execu- 
tive and other outside help, the final 
decision was to go ahead with its own 
staff. The original purpose was to in- 
troduce a line of non-cancellable A&H 
policies with benefit periods of from 15 
months to 10 years and two streamlined 
non - guaranteed - renewable replace- 
ment-of income policies to be sold on 
a very favorable premium basis with 
concurrent life insurance. 

To initiate the program, the company 
selected a mature underwriter with 
more than 20 years’ experience in the 
company and with a thorough know- 
ledge of life, income disability, waiver 
of premium and double idemnity 
underwriting. He immediately began 
the study of A&H underwriting from 
available literature and later visited 
the A&H departments of some other 
companies. 

An associate general counsel was as- 
signed to work with the A&H commit- 
tee to draft and obtain approval of 
policy and other necessary contract 
forms. He was responsible for clear- 
ing the legal way in each state in which 
the company was licensed. 

An assistant actuary was given the 
job of studying all available morbidity 
rates and analyzing Lincoln’s life 
operating expense pattern for policy 
issue, collection of premiums, etc. The 
aim was to recognize functional costs, 
such as claim expenses which would 
necessarily be on a different pattern 
from the life business. 

Lincoln assembled a group of operat- 
ing officers from all departments hav- 





H. Lewis Rietz 





ing records to maintain or other func- 
tions to perform in connection with 
A&H issue and administration. This 
group’s assignment was to design all 
necessary records and procedures for 
issuance and administration of all A&H 
business. They were advised that their 
record forms and procedures should 
allow for eventual expansion to a full 
coverage line of commercial policies. 

Mr. Rietz recalled that Lincoln made 
early decisions on what he termed 
“basic points”. One of these was to 
make a real effort to seek out under- 
writing information with the thought 
of doing a good initial underwriting job 
to avoid what is commonly called 
“claim underwriting.” Instructions to 
the claim department were to deny 
early claims only where the claim file 
provided positive evidence of a mate- 
rial misrepresentation in the original 
application. 

It was decided that all policies should 
be full coverage contracts for total 
disability. _House-confining clauses 
were not to be employed in any case 
and exclusions from coverage were to 
be kept at a minimum. All policies, 
whether or not guaranteed renewable, 
were to be written at a level premium 
which would contemplate renewal to 
a fixed age. Lincoln set 65 as the 
terminal age, in the belief that this 
fitted life insurance practices better 
than the frequently used step-rate 
A&H premiums. Further, it was felt 
to be consistent with social security 
and most private retirement programs. 

Policies were not to provide for pro- 
rating of benefits in the event of a 
change to a more hazardous occupation 
and policies not guaranteed renewable 
would not be cancellable during any 
term for which the premium would be 
paid. Further, for the company to 
refuse renewal of any such policy 
would require written notice of its 
decision not to renew at least 15 days 
prior to the premimum due date. 

It was decided that principal sum 
accidental death and dismemberment 
benefits would be full additional bene- 
fits and not in lieu of monthly in- 
demnity benefits either by contract 
provision or election within a limited 
period after loss was sustained. The 
company understood this decision to 
be a departure from the general 
practice. 

Non-cancellable policies would in- 
clude the permissible provision for 

It was decided that principal sum 
adjustment of benefits if earnings were 
at a substantially lower level at date 
of claim than at date of issue. 

“While we do not expect this clause 

(CONTINUED ON PAGE 25) 





Pru Agents Ratify 
AFL Union Contract 


Prudential members of the AFL In- 
surance Agents’ International Union 
have voted more than two-to-one to 
ratify the recently negotiated contract, 
which runs for two years expiring 
March 19, 1956. 

The vote was 4,563 for ratification 
and 2,269 against ratification. Most of 
those opposed were agents from the 
New York City and northern New 
Jersey areas. 
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Dual LIAMA Meets 


at Chicago Draw 
Good Attendance 


LIAMA this week took a step in the 
direction of fewer life insurance 
meetings, dovetailing at Chicago its 
spring A&H and agency management 
gatherings. The agency management 
conference, formerly the small com- 
panies session, attracted more than 
250 persons, while attendance at the 
A&H meeting exceeded 150. 

Several of the talks are reported 
elsewhere in this issue, and others 
will appear next week. 

Kenneth D. Hamer, Pan-American 
Life, was elected chairman of the 
agency management conference com- 
mitte, succeeding Frank L. Whitbeck, 
Jr., Union Life of Little Rock. New 
committee members are A. H. Moffat, 
National Life of Canada; William R. 
Davis, III, Commonwealth Life, and 
Edward R. Hodgkins, Paul Revere. 

Capping the agency officers’ pro- 
gram, one which ran the gamut of 
their problems, was a return appear- 
ance by Benjamin N. Woodson, presi- 
dent of American General Life. Mr. 
Woodson, who has attended all 16 
sessions of this group, was a speaker 
at the initial meeting and at that time 
outlined through mythical George 
Fowler what he considered to be prop- 
er objectives for an agency officer. 

Mr. Woodson reviewed the many 
changes the business has experienced 
since then, and again talked through 
George Fowler in evaluating the fu- 
ture. Many of the principles consid- 
ered fundamental then still apply, 
such as planning and integration of 
objectives, better selection, close su- 
pervision, improved merchandising. 
Several, however, now appear naive 
because of the past accomplishments 
in the business. As an example, he said 
at that time companies were beginning 
to think about pension plans for 
agents, looked on financing of agents 
as something to be discussed behind 
closed doors, and a considered yearly 
gain of 3% in insurance in force as 
good. The average gain now is 9%. 

In looking to the future, Mr. Wood- 
son referred to comments made by 
several of the other speakers and fol- 
lowed through to show how they 
could help companies obtain objec- 
tives. 

Noting that greater importance 
should be put on the agency depart- 
ment organization, Mr. Woodson said 
he favors giving all members a pre- 
cisely defined authority that will serve 
as motivation for them to do their 
part of the overall job. This, plus 
strong leadership and more company- 
wide support of the agency depart- 
ment, will make the organization 
smooth-working. He said he believes 
companies should give more through 

(CONTINUED ON PAGE 25) 


NALU Head Denies 
Intent to Reflect 
on Texas Statutes 


Criticisms of Texas insurance laws 
attributed to President Robert ¢ 
Gilmore, Jr., by a Knoxville, Tenn., 
reporter brought from Mr. Gilmore a 
prompt repudiation on the ground that 
what he said had been misinterpreted, 
The newspaper’s story also brought 
from Garland A. Smith,Texas life in. 
surance commissioner, a denial of the 
supposed criticisms of Texas laws and 
A&H companies issuing “tricky” poli- 
cies. Mr. Smith said that generally 
speaking A&H policies issued by the 
majority of Texas companies would 
compare favorably with those issued 
by most companies in other states. 


NO INTENT TO SLUR TEXAS 

LITTLE ROCK—In a specially 
called press conference held in Little 
Rock March 13, two days after he had 
been interviewed by a Knoxville 
newspaper reporter, Robert C. Gil- 
more, Jr., president of NALU, said 
that the statement concerning Texas 
insurance law that was attributed to 
him was misinterpreted. In clarifying 
his statement concerning the Texas 
laws, he admitted that the insurance 
laws of Texas, as was true of other 
states, could be improved. 

In. using Texas as an example, he 
had not intended to single out the Lone 
Star state, he said. When referring to 
“insurance laws” Mr. Gilmore stated 
that he was more particularly interest- 
ed in such phases of insurance law as 
provide for the proper examination 
and qualification of agents licensed to 
sell life and A&H insurance. 

Mr. Gilmore added that he had made 
some reference to A&H insurance and 
that he believed that more stringent 
controls in this field might bring into 
line some of those companies whose 
names have been referred to critically 
in a recent series of newspaper arti- 
cles. 

Mr. Gilmore took the opportunity 
to congratulate the Texas life under- 
writers associations on the fine work 
they are doing in trying to strengthen 
the insurance laws of Texas and elim- 
inate such criticisms in the future. 


Policyholder Group Backs 
P. M. Life Mutualization 


The mutualization plan of Pacific 
Mutual Life is supported in a brief 
filed in district court at San Francisco 
by a group of company general agents 
and policyholders. : 

Because the general agents sold in- 
surance, and policyholders bought. 
with the understanding assured woul 
have a mutual ownership in the com- 
pany, the group has an _ interest i 
present litigation concerning the mu- 
tualization plan, according to its at- 
torney..° > si ‘ 
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You, the American people, have placed 
your stamp of approval on Franklin’s 
modern Insured Savings and Protection 
Programs, with more than $365,000,000 
of our plans acquired last year... an 


average of a million dollars daily. 


Agencies in 47 states, District of 
Columbia, and the Territories of 


Hawali ond Alaska. We now enter our 70th year of distinguished 
fast sree mg service....@ great and growing company 


Million Dollars of insurance in 


force. 


guaranteeing security for you and yours. 


Lu aly 5°) INSURANCE 
EY’ S14 COMPANY 
CHAS. E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Five Hundred Million Dollars of Insurance in Force 






(This full page advertisement appeared in a recent issue of Time Magazine.) 
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PARTICIPANTS IN THE AGENCY MANAGEMENT conference program of 
LIAMA Chicago: John D. Brundage, Bankers National; William O. Johnson, 
North American Life & Casualty; Roger Bourland, Liberty Life, and William 


R. Davis, III, Commonwealth Life. 








Hancock Raises 2; 
Dr. Behrman Retires 


John Hancock has elected Dr. 
Frank A. Warner medical director 
and Robert E. Ba- 
got, director of dis- 
trict agencies, a 
2nd vice-president. 
Dr. Warner suc- 
ceeds Dr. Roland 
A. Behrman, vice- 
president and med- 
ical director, who 
will retire May 31. 

Dr. Warner join- 
ed the company as 
assistant medical 
director in 1948 
and has been as- 
sociate medical director since 1951. He 
is a graduate of Harvard University 
and an army veteran. 

Mr. Bagot joined the company in 
1934 at St. Louis, became superinten- 


Dr. Frank A. Warner 





Dr. Roland A. Behrman 


Robert E. Bagot 


dent of agencies in 1951 and director of 
agencies in 1953. 

Dr. Behrman joined John Hancock 
in 1917 as a field examiner and, after 
army service in the first world war, 
became medical inspector at the home 
office. In 1946 he was made medical 
director and in 1951 vice-president as 
well. He is a graduate of Tufts College. 


Silverstein Wrongly Identified 


THE NATIONAL UNDERWRITER in a 
recent issue incorrectly identified 
Joseph Silverstein, one of the organiz- 
ers of California Accident & Health 
Assn., as being with Occidental Life. 
Mr. Silverstein for 10 years has been 
with Continental Casualty. 





New Titles for Four 
at Mass. Mutual 


Massachusetts Mutual has named 
George G. Canney, Donald E. Temple, 
Jr., and Frederick J. Winterle assist- 
ant group secretaries and Alfred C. 
Orr assistant underwriting secretary. 

Mr. Canney has been with the 
company since 1929 except for army 
service. He has been manager of the 
group pension administration division 
since 1951. 

Mr. Temple joined the company 
in 1946 and has been assistant mana- 
ger of the group underwriting divi- 
sion since 1952. He is an army veteran. 

Mr. Winterle joined Massachusetts 
Mutual in 1948 after air force service. 
He has been manager of the group 
administration division since 1953. 

Mr. Orr joined the company in 1934 
and has been an underwriter since 
1948. 





Joint Milwaukee Meet 


MILWAUKEE—Members of Mil- 
waukee Assn. of Life Underwriters met 
with the A&H Underwriters of Mil- 
waukee at a joint luncheon meeting 
with the A&H agents hosts to the life 
agents. 

Speaker was Tom Callahan, Time, 
Milwaukee, president of International 
Assn. of A&H Underwriters. He talked 
on “association planning,” and also dis- 
cussed his personal selling methods. 

Dale B. Potts, Occidental Life of Cal- 
ifornia, A&H president, announced 
plans for a two-day convention and 
sales congress of the Wisconsin A&H 
ay to be held in Milwaukee Aug. 
27-28. 





Heads VA Insurance Unit 


WASHINGTON—Veterans admin- 
istration has appointed Lewis C. Cook 
manager of the new veterans insurance 
center, which services all U. S. Gov- 
ernment and National Service Life 
policyholders. He has been acting man- 
ager since last July. 





Decides for Provident Indemnity 


The trial examiner has recommended 
dismissal of the complaint based on 
charges of local 54 of the AFL Insur- 
ance Agents International Union that 
two employes were unlawfully dis- 
charged by Provident Indemnity Life. 


Minnesotans Push 
Z. W. Finberg’s 
NALU Trustee Bid 


Members of the St. Paul and Min- 
nesota Assns. of Life Underwriters 
have lined up behind Z. W. Finberg, 
Great-West Life St. Paul manager 
in his bid for NALU trustee. His nom- 
ination already is filed with the nom- 
inating committee. 

Mr. Finberg has been one of the five 
leading producers for Great-West the 
entire 22 years he has been with the 
company. For the past 11 years he has 
been the leader. An association mem- 
ber for 22 years, he has served the 
Minnesota group as national commit- 
teeman for the last 11 years and for 








Z. W. FINBERG 


the St. Paul unit nine years before 
that. He is chairman of the Minnesota 
state legislative committee, a member 
of the NALU law and legislation com- 
mittee, its speaker’s bureau and also 
its industry development committee. 
He also has served as chairman of the 
NALU arrangements committee. 

Mr. Finberg is past president of St. 
Paul CLU chapter and St. Paul Gen- 
eral Agents & Managers Assn. and cur- 
rently is chairman of the St. Paul 
Trust and Legal Council. He has been 
a MDRT member for eight years. 

A frequent contributor to the trade 
press, and active in civic work, Mr. 
Finberg has been St. Paul manager 
since 1943. His father, the late Anthony 
Finberg, was Great-West’s St. Paul 
manager for 19 years. 


Pru Expands Agency 
Operations in Mass. 


Prudential is opening new ordinary 
agencies in Boston, Springfield, Mass., 
and Lowell, headed by William Cohen, 
Edward L. Carls and E. L. Hasbany, 
respectively. The Worcester agency is 
being reorganized and will be headed 
by Max Checkoway. 

Mr. Cohen joined Prudential at Bos- 
ton in 1943 and in 1947 was named 
manager of the old Lowell agency, 
which was later moved to Worcester. 

Mr. Carls joined the Olean, N. Y., 
agency in 1938 and has been group 
sales manager at Syracuse since 1953. 

Mr. Hasbany joined the Lowell agen- 
cy in 1951 and was made assistant 
manager last year. A navy veteran, he 
is a law graduate of Suffolk University, 
Boston. 

Mr. Checkoway joined the Newbury- 
port, Mass., office in 1939 and has 
been assistant manager at Lowell 
since 1947. 





ing of Chicago Home Office Li 
derwriters 


—<—<— 


List Advantages 
of Chicago for 
NALU Headquarters 


A bid from Chicago Assn. of 
Underwriters to make that city the 
site of the proposed NALU headquar. 
ters building will be presented at the 
National association’s mid-year meet. 
ing next week at New Orleans. 

A site on the University of Chicago 
campus is being offered NALU and it 
is described in a brochure prepared by 
a special Chicago association committee 
headed by John D. Moynahan, Metro. 
politan, past-president of NALU. The 
south-side site offered NALU is in the 
same block in which the $2% million 
national headquarters of American Bar 
Assn. has just been erected. The uni- 
versity is making the property avail. 
able on a 99-year lease at $1 per an- 
num. 

Among the advantages of the site 
the committee states, is that there wil] 
be no expense for acquisition of land, 
no property taxes will be chargeable in 
connection with the land since NALU 
will not take the title, central heating 
will be furnished by the university at 
wholesale rates, eliminating the cost of 
installing a heating plant and also pro- 
viding more useable square feet of 
working space, and it is anticipated 
real estate taxes on the building will 
be favorable. 

The brochure, which includes letters 
from Chancellor Kimpton of the uni- 
versity, Governor Stratton and Mayor 
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Kennelly inviting NALU to locate in 
Chicago, lists several other advantages | 


the city would offer as the headquar-. | 


ters site. Besides its extensive conven- 
tion and transportation facilities, the 
city is served by 27 insurance trade 
associations and also serves as head- 
quarters of organizations such as Amer- 
ican Life Convention and National 
Assn. of Insurance Commissioners. 

Serving with Mr. Moynahan on the 
special committee are William D. Da- 
vidson, Equitable Society, NALU 
trustee; Girard S. Brown, Penn Mutual 
chairman of the NALU federal law and 
legislation committee, and Joshua B. 
Glasser, general agent for Continental 
Assurance. 

Selection of a headquarters location 
is shaping up as one of the principal 
topics of discussion at the mid-year 
meeting. The New York City Associa- 
tions also named a special committee 
some time ago and that group has 
completed a two-month study of prop- 
erties available in the New York area. 
Its report also will be considered at the 
New Orleans gathering. 

The location matter has been a sub- 
ject of discussion since the NALU 
building fund committee originated at 
the Chicago midyear meeting in 1952. 
Both the New York City and Chicago 
associations backed locations in their 
respective areas, but neither could se- 
cure a two-thirds vote of trustees. At 
the 1953 mid-year meeting, Washington 
was selected as a compromise. Failure 
to obtain a suitable site there by the 
time of the 1953 annual convention re- 
sulted, at the suggestion of the national 
council, in the entire matter being 
reopened. 

Since then both the Chicago and 
New York City associations have been 
making concerted efforts to secure the 
headquarters, and there have been 
overtures from several other cities. 





ec. F. Barney, vice-president and 
underwriting executive of American 
United, addressed the Februsty 
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H.) Y. ‘53 Sales, 
In-Force Listed 


All figures are ordinary unless 
designated G for group or I for in- 
dustrial. New business figures in- 





clude revivals and increases as well 
as new business paid-for. 

366,937,842 
910,236,822 

232 
155,483,000 
59,499,116 
102,648,374 
1,407,923 
75,067,365 
164,263,763 

46,059,7 
1,992,000 
colonial nes 55,303,113 
' (G) 640,510 1,021,633 
(I) 2,729,323 27,826,476 
Columbian Mutual ... 2,993,439 10,147,991 
(I) 13,384,130 55,049,661 
Columbian Natl. ........ 17,287,858 101,836,032 
(G) +e aaa 
PANION — ........erssesreee 028, 27, 1 
-" G) 3,770,000 45,250,000 
(onfed., US Br. ....... 544,936 5,327,947 
Conn. General ............ 56,305, 422,053,051 
G) 128,212,830 636,940,287 
(onn. Mutual ........... 45,656,817 408,290,316 
13,285,661 107,574,253 

1,348, 
1 153,799,272 
1,197,069 
4,369,265 
oe 
29,657,930 

904 
1,823,887 



















57,015,899 

8,282,385 

79,067,436 

1,297,300 

220, 56,244,982 

12,447,942 

526, | 97,136,785 

abivebasapiaiaanaie . 44,410,861 410,796,568 

(G) 721,100 2,880,320 

Home, N.Y. ..rccecsecssesee 28,595,733 265,029,669 

(G) 13,229,296 32,892,060 

Imperial, U.S. Bc....... 79,462 3,382,170 
| John Hancock. ........... 212,902,100 1,795,777 

| (G) 3,660,671 397,691,640 

(I) 82,085,593 639,001,055 

Loyal Protective ........ 239,156 1,167,898 

— §#;a~_«9 66,000 

Lutheran Mutual ...... 850,738 5,620,361 

Manhattan — 185,552,776 

23,170,850 

Mass. Mutual 566,712,282 

101,107,538 

Metropolitan 5,115,931,837 

3,019,033,148 

»286 = 1,507,678,212 

Monarch, Mass. 33,881,840 

(G) 566,300 

Mutual Benefit Life 54,409,698 574,144,515 

Mutual of N. Y. ......... 390,581 713,012,474 
i (G) 12,997,841 »400,! 

| Mut.,, Can., U.S. Br. 113,418 3,012,068 

Mutual Trust ............... 16,522,354 90,066,774 

National, Vt. ...... 

New England Mu 1,658, 


G) 
New York Life .......... 
( 


69,120. 
(G) 2,119,100 2,717,117 
Provident L. & C. .... 49,500 40, 
(G) 9,922,000 21,464,000 
Provident Mutual ...... 646,254 233,624,655 
Prudential 
181, 234, 





(G) 20,076,750 
Union Central ............ 23,480,314 7 
15,006,317 31,781,858 
Union Labor... 1,210,170 11,617,762 
10,221, 119,823,173 
Union Mutual ......... - 7,970,514 76,600,123 
G) 0 3,697,470 
United Mutual .......... 3,617,911 14,859,485 
V. S. Lif : si'sis-253 anal 476 
S iD ccnenstnnsensevetenes’ ° o 
Victory Mutual ............ . ee 
(G) 36,724,013 126,774,851 
1. ee ae v E 
) x ® 
Total Ord., °S3 ........ 2,787,983,286 25,365, 5 
Total Group, '53 ... 2, 11,753,089,501 
Total Ind "83 .... 308,341,009 3,643,497 
All Classes '53 ...... 5,132,857, 40, 762,252,740 
Ord. ’52 .......... 2,373,016, 717 083, 





Prudential Uses 
Giant Figures 
to Trace ‘53 Gains 


Prudential’s 1953 sales totaled a rec- 
ord $5,484,000,000, as against $4,127,- 
000,000. Insurance in force, held by 
more than 30 million policyholders, 
now totals $43,185,000,000, up $4,076,- 
000,000. Assets reached $10,944,000,000, 
up $725 million, and net rate of return 
on investments was 3.28% as against 


3.22%. Benefit payments were a rec- 
ord $816 million as against $757 mil- 
lion. Bond and _ stock investments 
amounted to $557,066,000 at a rate of 
4.07%. Cash disbursements for mort- 
gage loans were $717 million at 4.59%, 
up 20 points, and mortgage holdings 
amounted to $4,365,000,000. 

Discussing sales, President Carrol 


M. Shanks said that the greatest in- 
crease was in regular ordinary life, 
which amounted to $2,687,000,000 a 
gain of $804 million. Prudential main- 
tained first place in group sales during 


1953 with $1,433,000,000, up $395 mil- 
lion, 

He said, regarding the tax situation, 
that “on our 1953 business we will pay 
taxes to the federal government of 
$21,650,000 and to the state of $26 mil- 
lion, a total of almost $48 million. This 
means that the full investment income 
on nearly $1,400,000,000 of our assets 
must be earmarked for federal and 
state taxes. Such taxes paid by the 
industry are an oppressive burden 
and far exceed taxes imposed upon 
other forms of thrift organizations.” 





tection and service. 


No wonder Mutual Of New York, which is one of the 
oldest and soundest companies in the field, is also known as 


one of the most progressive! 


SINGLE” PREMIUM INSURANCE 
D ANNUITY LIMITS INcREASED 
ey 


WA hed headlined above are proof of MONY’s 
continuing efforts to provide its underwriters with the best © 
tools of the trade, and its policyholders with the best pro- 
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The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York, N.Y. 
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1954 Underwriters’ Desk Guide 


now Request your free copy now — a handy reference 
for underwriters with surplus and hard-to-place cases. 


SUITE 504 


310 SOUTH MICHIGAN AVENUE 
CHICAGO 4, ILLINOIS 


ONE OF THE CONTINENTAL COMPANIES, CHICAGO 


To agents and brokers who have 
made this record possible, all thanks. 
You have made us a bigger company 
year after year, every year. Our job 
is to deserve your confidence by 
searching out ways to make this a 
steadily better company in your 
service. 









F. L. Whitbeck, Jr. 


| management (formerly small com- 
| panies’) conference at Chicago. 














| 


|Says Agency Officer 
|Needs Wisdom Even 
_More Than Knowledge 


More, even than knowledge, an 
| agency officer needs wisdom and he 
can get it through 
a plan, a convic- 


| tion, intelligent 
| 


application, criti- 
cal analysis, and a 
reasonable goal 


that everyone can 
agree on, Frank L. 
Whitbeck, Jr., 
vice-president and 
director of agen- 
cies of Union 
Life of Little 
Rock, told the 
LIAMA agency 








Conviction is necessary to make a 
plan work, Mr. Whitbeck emphasized. 
And if everybody from the president 
down believes in the plan, subscribes 
to it, and will help the agency officer 
make it work, “it will work,” he de- 
clared. 

Intelligent application means under- 
standing “what you can afford to pay 
for business and how much money you 
have to get it with.” Critical appraisal 
is valuable “if you are game enough to 
admit errors and give your associates 
chance to air their views.” 

Instead of announcing policy changes 
abruptly, one company now has the 
general agents and managers act as a 
sort of unofficial board of directors for 
the agency department. No changes 
are announced without first screening 
them through this board, airing both 
sides of the question, and soliciting 
frank opinions. 

As a reasonable goal that everybody 
can agree on, Mr. Whitbeck suggested 
the best possible gain in manpower—a 
gain in quality as well as quantity. 
Explaining the theory behind this goal 
he said, “If the company can improve 
its manpower situation each year bus- 
iness will take care of itself.” 

Mr. Whitbeck said that few com- 
panies, large or small, have sufficient 
depth in management personnel to as- 
sure continuity of operation should 
the present chief agency officer leave 
the scene. He asked why this should 
be so, when life insurance sales organ- 
izations are supposed to be the finest 
in America. He wondered whether 
“we are so busy with our individual 


| problems that we lose sight of all 


perspective...the need for building 
men around us...the real comfort 
and satisfaction of having manpower 
depth.” 





Zurich to Stage Florida 


Group Sales Convention 


Zurich is holding a five-day sales 
meeting for its group department April 
5-9 at Hollywood Beach, Fla. Mana- 
gers and top producers will attend. 

At the President’s Club dinner, H. C. 
Bonaldie, metropolitan group mana- 
ger at New York, will present the club 
trophy to D. B. Mitchell, Chicago man- 
ager, for outstanding business per- 
formance in 1953. 





All American Names Lewis V-P 
All-American Assurance of Louisi- 
ana elected John W. Lewis, Jr., vice- 
president in charge of sales. He joined 
the company in 1948 and has been 


| executive assistant to the president. 





e Sam Rutherford has been promoted 
to associate district manager of West- 
ern & Southern Life at Kokomo, Ind. 
Fa a. been with the company since 


Welman Agency VP 
of National of Vt.: 
Succeeds Shepherd 


National Life of Vermont has ap. 
pointed Clyde R. Welman vice-presi- 
dent in charge of 
agencies to suc- 
ceed C. V. Shep- 
herd, who will 
continue asa vice- 
president with spe- 
cial assignments 
in the agency de- 
partment. The ap- 
pointment is ef- 
fective July 1. 

Mr. Wellman 
joined the com- 
pany in 1926 and 
was an agent for 
13 years in St. Louis before being ap- 
pointed general agent at Memphis in 
1940. He is a past president of Mem- 
phis Life Underwriters Assn., Mem- 
phis Life Managers & General Agents 
Assn., Memphis CLU chapter, and 
Tennessee Life Underwriters Assn. He 
has been a member of the federal and 
state law and legislative committee of 
NALU and a director for three years 
of American Society of CLU. He isa 
past president of National Life’s Gen- 
eral Agents Assn. and a life member 
of the Million Dollar Round Table. 

Mr. Shepherd entered insurance in 
1922, joined National Life as general 
agent at Cedar Rapids in 1927, was 
elected vice-president in charge of 
agencies in 1950, and the following 
year was named chairman of the in- 
surance committee. He is also a past 
president of Iowa Assn. of Life Under- 
writers. He is a veteran of the first 
world war. 





Clyde R. Welman 


Phila., Others Awarded 
Hancock’s Group Trophy 


John Hancock’s vice-president’s tro- 
phies for outstanding achievement in 
group during 1953 have been awarded 
to the Philadelphia, Chicago and Dallas 
offices. The Philadelphia office, man- 
aged by Edward Facey, won the high- 
est award for being the leader among 
all group offices and the class B award 
for being the leader among offices of 
medium size. Chicago, managed by 
George Baldwin, won the class A 
award as the leading large size office, 
and Dallas, managed by Henry G 
Wischmeyer, Jr., won the class C 
award for smaller size offices. The 
trophy is awarded on the basis of group 
and employe volume, group premium 
accumulated, new employe and de- 
pendent group coverages, and policy- 
holder service activities. 


Hancock Launches Exhibits 


Two exhibits, one describing the 
benefits of group insurance plans to 
associations, the other displaying his- 
torical and health education booklets 
to promote the health and welfare of 
policyholders and the general public, 
have been developed by John Hancock 
and will be shown throughout the 
country during the next several 
months. 








Loyal Protective Veterans 


Miss Helen J. Smith of the presi- 
dent’s office staff, Miss Anna T. Tattan 
of the application processing depart- 
ment, and Miss Lavinia M. Whidden of 
the claim department were honored at 
a luncheon in Boston by Loyal Protec- 
tive Life on their induction into Loy- 
al’s Quarter Century Club. President 
John M. Powell presented each with 
a handsome wrist watch. Other guests 
included senior officers of the company 
and other members of the club. 
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GUARDIAN CASE APPEAL 





LIA Brief Blasts Bohlinger’s Stand 
on His Immunity to Judicial Review 


NEW YORK—Superintendent Boh- 
linger’s withholding of approval from 
Guardian Life’s temporary home office 
facilities plan is “contrary to law, ar- 
pitrary and capricious” and the super- 
intendent was also incorrect in con- 
tending that his decision was not sub- 
ject to judicial review, according to the 
amicus curiae brief filed by Life In- 
surance Assn. of America in Guardian’s 
appeal from the lower court decision 
upholding the superintendent. 

The brief points out that the criteria 
governing the superintendent in mak- 
ing determinations and the scope of 
judicial review of such determinations 
are of first importance to all domestic 
life companies and their policyholders, 
while “the preeminence of the state of 
New York in the field of insurance law 
makes the decision in this proceeding 
a matter of vital consequence to insur- 
ers without, as well as those within, 
the state.” 

LIA’s first point is that the super- 
intendent was wrong in reading into 
the 1939 revision of insurance law a 
legislative intent to deny judicial re- 
view. That argument was that various 
sections of the insurance law, but not 
including section 81, which deals with 
approval of home office sites by the 
superintendent, provides expressly for 
judicial review. The department ar- 
gued that this is an exclusive provision 
and denies judicial review of any acts 
of the superintendent not affirmatively 
declared by some other provision of 
the law to be subject to judicial re- 
view. 

The LIA brief points out that the 
joint legislative committee in its 1939 
report said, concerning judicial review 
under the new statute, that “these safe- 
guards are available for those who may 
fear arbitrary or bureaucratic action.” 
The brief also quotes Professor E. W. 
Patterson of Columbia University law 
school, who headed the revision com- 
mittee, as saying in the New York State 
Bar Assn. Bulletin for December, 1939, 
that “there is also a general provision 
as to judicial review of the acts of the 
superintendent. Thus every effort has 
been made to give the persons or cor- 
porations affected by the regulatory 
powers of the superintendent an op- 
portunity to test his decisions both 
within the insurance department and 
in the courts.” 

Commenting on this, the LIA brief 
states: 

“Clearly, what was intended by the 
new statute was to provide (in the 
language of the joint legislative com- 
mittee just quoted) an affirmative 
‘statutory right’ of judicial review as 
to certain acts of the superintendent, 
without cutting off judicial review in 
other instances where the courts 
deemed it appropriate, and certainly 
without cutting off judicial review in a 
Case, such as this, where it had there- 
tofore been available. 

“There is further evidence in the 
legislative history of section 34 itself 
that it was not intended to be exclusive 
in any respect. As this section first ap- 
peared in the so-called tentative draft 
Prepared in 1937 by the department’s 
committee on insurance law revision. . . 
The sentence of section 34 quoted above 
[in the brief] concluded with the fol- 
lowing additional clause: ‘and such 
remedy shall be exclusive of all other 
judicial remedies.’ That clause con- 
tinued in the draft of the new insur- 
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ance law as first introduced in the leg- 
islature but was eliminated in the 1939 
section when the statute was enacted.” 

As further evidence of absence of 
legislative intent to make the express 


provisions for judical review exclusive, 
the LIA brief cites subsection 7 of sec- 
tion 40 which provides that the action 
of the superintendent in refusing any 
license to a domestic insurer or in re- 
fusing a renewal license to a foreign 
or alien insurer or in revoking the li- 
cense of any insurer shall be subject to 
judicial review. It omits any provision 
regarding judicial review of the refusal 
of an original license to a foreign or 
alien insurer, the brief points out, add- 
ing that the omission followed a rec- 


ommendation by the insurance depart- 
ment to the joint legislative committee 
that such review “...be not expressly 
given...since no such right has here- 
tofore been accorded... and since the 
superintendent may decline to license 
a foreign insurer which is technically 
qualified, because of its unfair claim 
practices or because of the character 
and reputation of its officers and direc- 
tors or because it pays back too little 
of the premium dollar to policyholders. 
(CONTINUED ON PAGE 20) 
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A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Johnson has long acted on his per- 
sonal convictions on life insurance. He has established a sound and substantial program for 
himself and his family. 


A thoughtful analysis for family men 
by HERBERT F. JOHNSON 


Chairman of the Board and President, 
S. C. Johnson & Son, Inc. 
Makers of Johnson’s Wax Products 


a travelling through other coun- 
tries, | am always impressed with 
how much better we in America pro- 
vide for the future of our families. 
But, of course, here we are accus- 
tomed to a much higher standard of 
living than the rest of the world. 

‘Actually, with only one-sixteenth 
of the world’s population, we own 
three-fourths of all the life insurance. 
Three out of four American families 
are owners of life insurance—more 
than participate in any other single 
form of savings. 

“Yet, there are aspects of the in- 
surance coverage of the American 
family which are not so comforting. 
One-quarter of our families still have 
no insurance; and a high percentage 
of policyholders have little more 
than a token participation in life in- 
surance protection. 

“T believe family providers have 
some serious thinking to do about 
insurance coverage if they want an 
adequate standard of living assured 
for their dependents.” 


HOW LONG IS IT SINCE YOU 
HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 

needs, taxes... all affect protection 

plans. A life insurance program needs 
review at least every two years. 

You'll find real assistance when you call 
upon a Northwestern Mutual agent. He 
is trained to give understanding advice. 
His company is one of the largest in the 
world. It has over 96 years’ experience. 

Moreover, Northwestern Mutual offers 
so many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships 
—old customers coming back for more. 


KARSH, OTTAWA 


Lhe NORTHWESTERN MUTUAL 2 Lesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME, FEBRUARY 1 AND MARCH 1; IN NEWSWEEK, MARCH 15 AND APRIL 12; IN SUCCESSFUL FARMING, APRIL 














FeNATIONAL UNDERWRITER 


March 19, 1954 


—<—<—— 





N. Y. Life Promotes 
4 at Home Office 


New York Life has promoted Wal- 
lace R. Shaw to regional group man- 
ager, John R. Maddock to director of 
group annuity sales, James Knipshild 
to assistant manager of the group con- 
tracts division and Edwin P. Brooks 
to director of policyholders service. 

Thomas Irvine, executive assistant in 
the agency department for the past 
year, will have the same title in the 
group department. Guy L. Fairbanks 
e 


is now manager of sales development, 
William L. Fehon, Jr., director of 
group sales, Ronald E. Moir, home of- 
fice group annuity supervisor, and 
Warren G. Norris, home office group 
annuity representative. 





e Prudential has named two district 
staff managers, Earnest J. Hayes at 
Oklahoma City and James A. Danis at 
Austin, Tex. Mr. Hayes has been a 
Prudential agent at Wichita and Mr. 
Danis joined the company at Houston 
in 1949. 





Something new has come to Non-Can! Union mutuat’s 
three saleable new Noncancellable & Guaranteed Renewable 
Policies. Now you have, from this one company, complete Non- 


Can coverage for every Non-Can need . . 


. short term, inter- 


mediate and long term contracts, Accident Only and Family 
Hospital. And all are practical and efficient, designed to meet the 
need, liberal in their terms and—easy to sell. 


MEET YOUR 3 NEW UM NON-CAN SALES TOOLS 


Pioneer 60 


$50-$400 Monthly Benefit, Issued to 
Age 59—Renewable to 65—Medi- 
cal Required. 1st, 15th, 31st or 91st 
day Accident—Payable up to 60 
months each Claim or Life—15th, 
31st or 91st day Sickness—Payable 
up to 60 months — Retroactive 
Waiver of Premium after 90 Days 
of Total Disability—Non-disabling 
injury benefit up to 4 monthly in- 
demnity—10% increase in monthly 
indemnity for annual premium and 
5% for semi-annual. 


Colonial 120 


$50-$400 Monthly Benefit, Issued to 
Age 55—Renewable to 65—Medi- 
cal Required. 1st, 31st or 91st day 
Accident—Payable for 120 months 
each Claim (but not beyond Age 
70) or Life—3ist or 91st day Sick- 
ness—Payable for 120 months each 
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Claim (but not beyond Age 70)— 
Retroactive Waiver of Premium 
after 90 Days of Total Disability. 


Family Hospital 


$5-$15 Daily Benefit, Issued to Age 
60—Man and Wife and Children up 
to Age 18. Renewable to 65 on ap- 
plicant—No Medical. Daily hospi- 
tal expense up to 90 days—Miscel- 
laneous hospital expense from 3 to 
15 times daily benefit geared to 
length of hospitalization. Pregnancy 
benefit up to 10 times daily benefit 
—Enmergency accident benefit up to 
3 times daily benefit for treatment 
anywhere—Optional surgical sched- 
ule up to $200 and in-hospital medi- 
cal expense up to $270—Wife may 
continue policy on remainder of 
family if applicant should die. 


All three are Non-House-Confining 
— Non-Aggregate — Incontestable 
—Non-Prorating. 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


America's Eighth Oldest Life Insurance Company. 
Rolland E. Irish, President * John R. Carnochan, Vice President 
in Charge of Agencies. 
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Shanks Asks Ample 
Mortgage Credit 
Facilities Plan 


WASHINGTON—Legislation calling 
for creation by private lenders of a 
national voluntary credit committee 
headed by the housing and home fi- 
nance administrator, with regional sub- 
committees in each federal reserve dis- 
trict to assure adequate credit facili- 
ties for financing home mortgage loans, 
was advocated by President Carrol M. 
Shanks of Prudential before the House 
banking and currency committee on 
the administration’s housing bill. 

The plan, which he offered on be- 
half of the American Life Convention 
and Life Insurance Assn. of America 
companies that deal extensively in 
home mortgages, would establish the 
national and regional mortgage loan 
committees as a substitute for provi- 
sions in the administration’s housing 
bill which would, if enacted, reorgan- 
ize and reinvigorate the Federal Na- 
tional Mortgage Assn., the govern- 
ment’s secondary mortgage market 
which in the past has provided mort- 
gage loan funds by purchasing FHA 
and VA loans from private lending in- 
stitutions. 

Mr. Shanks agreed with most por- 
tions of the bill, but he said that the 
provisions for general liberalization of 
insured and guaranteed mortgage 
terms “raise a serious question of con- 
flict with the tenets of sound financ- 
ing and added that the bill leans too 
far in the direction of accepting the 
objective that the volume of housing 
starts must be kept going at peak level 
at all costs, and that the government 
should use its proposed control over 
insured and guaranteed mortgage 
terms to accomplish this objective. 

Commenting on the proposed bill, 
he said that all types of private financ- 
ing institutions would be eligible un- 
der the bill to participate in the nation- 
al and regional credit committees 
which would undertake to see to it that 
“government insured and guaranteed 
mortgage credit will be available to the 
maximum extent possible to all good 
credit risks in every community in the 
United States.” 

He believes that under the volun- 
tary effort which is being proposed the 
problem of credit unavailability in 
small communities and remote areas, 
can be fully solved. 

To the committee Mr. Shanks sub- 
mitted a suggested bill authorizing the 
new mortgage credit plan, establishing 
the national and regional committees 
and empowering them to function. The 
basic purpose of the bill, he said, 
would be “to facilitate the flow of 
funds for housing credit into rural 
areas and smaller communities.” It 
would be limited to placing with pri- 
vate lending institutions mortgage 
loans insured or guaranteed by the 
government. 


The national committee, he said, 
would be empowered to solicit and ob- 
tain the cooperation of financing insti- 
tutions in the program and it would 
study and review the demand for and 
supply of funds for residential mort- 
gage loans in all parts of the country 
and would correlate the activites of the 
regional subcommittees. These subcom- 
mittees would study and review the de- 
mand for and supply of funds for res- 
idential mortgage loans in its region, 
would analyze cases of unsatisfied de- 
mand for mortgage credit, and would 
report to the national committee its 


results. Each subcommittee, he con. 
cluded, could ask the national commit. 
tee to obtain for it the aid of other re. 
gional committees in seeking sources 
of mortgage credit, and request and 
obtain voluntary commitments from 
any private financing institutions to 
make funds available for insured or 
guaranteed loans in any specified area 
or areas within its region in which 
the subcommittee found a lack of ade. 
quate credit facilities for these loans, 





Pru’s Long Beach District 
Tops in Sales Per Agent 


Prudential’s Long Beach, Cal., dis. 
trict office, managed by Robert B. 
Turner, led the company in 1953 in 
average sales per agent with $325,000, 
San Rafael, Cal., was second, followeg 
by Englewood, N.J. W. J. Emmert of 
the Austin, Tex., district led all other 
district agents with sales of more than 
$1 million, other million dollar pro- 
ducers being J. C. Phillips of Austin, 
L. J. Schramm of Englewood, and ¢, 
D. Papetti of Patchogue, Long Island, 


N. Y. 

Staff honors went to the group of 
agents headed by L. W. Egan of the 
Burlington, N.J., district. They had 
average sales of almost $500,000 per 
agent. Second was the group led by 
Staff Manager L. S. Hoover of the 
Fresno, Cal., district. Augusta, Ga, 
was the leading pioneer district, fol- 
lowed by Yakima, Wash. 





Jackson, Tenn., Names Two 


Jackson Life of Tennessee has ap- 
pointed two regional sales directors, 
William J. Bumpass at Little Rock, 
Ark., and W. E. Walden at Houston. Mr. 
Bumpass was California manager for 
Occidental Life until 1953 when he en- 
tered personal production. He is an 
army veteran. Mr. Walden has been 
with Southland Life as a Houston 
agent. 








Travelers to Build 
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Architect’s drawing of proposed new 
addition to Travelers’ home office 
buildings at 720-744 Main street, Hart- 
ford. The new building will be 11 
stories high and connect with the pres- 
ent Grove street and Central row 
Travelers buildings from the 2nd 
through the 1lth story, providing open 
floors. The west and south sides of the 
building will be faced with Alabama 
limestone and the first floor with pink 
granite. Construction of the new build- 
ing, which will replace the old Times 
building and the two-story building at 
738-744 Main street, will be started in 
late summer or early fall with a com- 
pletion date tentatively set for the 
summer of 1955. The building will be 
known as 740 Main street. 
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LIFE INSURANCE EDITION 





Revised Edition of 
Who Writes What? 
Has More A&H Facts 


With the many recent important 
changes, the Who Writes What? 
for 1954, the unique annual reference 
pook that provides instant answers to 
all sorts of “who-will-write-it” ques- 
tions, concerning both life and A&H 
contracts, is just off the NATIONAL 
UNDERWRITER press. Who Writes 
What? tells at a glance which com- 
panies write the different coverages 
currently being offered, and is the 
only publication of its kind arranged 
by subject rather than by company. 
To find the answer to a particular 
question, one merely consults its com- 
prehensive index, turns to the section 
indicated, and then reads directly the 
list of companies offering the coverage 
or form that is desired. Much related 
information concerning policy con- 
tracts and company practices is also 
presented in similar convenient sub- 
ject form. 

While for some years information 
has been shown on A&H contracts, 
the new edition has been expanded to 
cover fully all sorts of A&H subjects, 
in the some detail that previous edi- 
tions have covered all kinds of life 
insurance coverages. Among the A&H 
subjects treated are commercial acci- 
dent, hospital expense, companies that 
accept brokerage or surplus business, 
non-cancellable guaranteed renewable 
—loss of time and hospital expense 
coverage, hospital and surgical ex- 
pense for individuals and for families, 
medical expense for sickness and acci- 
dent, major hospital, surgical and med- 
ical hospital expense, disability loss- 
of-time, over-age loss-of-time, over- 
age hospital expense, specified dread 
disease, polio auto accident, newspaper 
policies, travel policies, group A&H, 
group major hospital-surgical-medical 
expense, polio group, sports and school 
coverages, credit disability, franchise 
coverage, blanket policies on volunteer 
firemen, aviation accident, and as- 
sociation or professional group A&H. 

Among the general life insurance 
subjects treated in Who Writes What? 
are surplus business, term insurance, 
non-medical, disability, investment 
contracts, single premium contracts, 
substandard, aviation, pension plans, 
advance premiums, limits and group. 

Since many of the subjects are of an 
overlapping nature, the book is not 
divided into specific sections, but each 
subject is carefully indexed under all 
of the numerous questions it answers. 

All subjects have been brought up 
to date. Selling singly at $3.50 a copy, 
the new Who Writes What? may 
be obtained immediately, on approval 
if desired, from the NATIONAL UNDER- 
WRITER, 420 East Fourth street, Cincin- 
nati, or any NATIONAL UNDERWRITER 
office. 


Maloney Denies Approval 
of Scripps-Howard Series 


Commissioner Maloney of California 
has denied “thorough approval” of ar- 
ticles unfavorable to the A&H busi- 
hess, published in Scripps-Howard 
newspapers. Mr. Maloney specifically 
took exception to remarks attributed 
to him as “testimony” at the recent 
hearing on A&H conducted by senate 
judiciary committee headed by Senator 

er in Washington. 

In his “unequivocal denial”, Mr. Ma- 
loney said, “The account of my testi- 
mony before the U. S. senate judiciary 


committee published in Scripps-How- 
ard newspapers Saturday, Feb. 27, over 
the by-line of Albert Colegrove, is 
grossly misleading as to my remarks, 
attitude and position. 

“The so-called statement submitted 
to the committee was a copy of my 
speech to the Los Angeles Life & Acci- 
dent Claims Assn., delivered on Sept. 


in your area, write: 







@ Attractive commissions— Bonuses 
Liberal first year commissions plus lifetime renewals. 


@ Sales training and sales aids 
Cooperative sales assistance to the men in the field. 
For details on the Capitol Life expansion program 


THOMAS F. DALY II, Vice President 
and Director of Agencies 


22, 1952, which was put in the record 
at the invitation of Senator Langer 
when I stated in my testimony that in 
past speeches I had expressed concern 
over post-claim underwriting practic- 
es...the transcript of my full testi- 
mony will negate the tenor of Cole- 
grove’s account.” 

The commissioner said he will soon 


Sees 


problems. 


Available to qualified field underwriters now residing in the 13 Western States. 


Cooperation from Management 
Means Greater Production 
at Capitol Life 


Home office interest and close relationship 
constantly provide Capitol Life men with new 
sales tools and new methods. It also results in 
a greater awareness of the field underwriter's 


At the far right, Kenneth L. Hobbs, Agency Secretary, with 
Field Underwriters Bill Garrow and Phillip Ward—Denver. 


With Capitol Life you get these benefits: 


@ Prompt underwriting service 
A coordinated underwriting service for the field forces. 


@ Exclusive contracts 
Complete line of policies with competitive rates, 


-LINSURANCE COMPANY < 


Sasa 


make available to the press a trans- 
cript of his testimony at the committee 
hearing. 

Essence of the Scripps-Howard ar- 
ticles was reported in THE NATIONAL 
UNDERWRITER Feb. 25. It was also said 
in that issue that: the syndicate is 
planning another series of articles fa- 
vorable to the A&H business. 
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Our assets and liabilities rose to a little over $23,500,000. 


Our surplus went over a million dollars (if you want to see something 
pretty just look at our surplus gains in the last few years). 


Our capital stayed at $463,000 (Standard closed its sale of stock 14 


years ago). 


over last year’s sales record. 


Our insurance in force went up, of course, to a little over $75,000,000. 


Our stockholders, policyholders, agents and employees seem happy. 


Our agency force in 1953 received as good sales promotion support as is 
available. In 1954 it will be even better! 
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STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 
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Delaware - 
Louisiana 


Pennsylvania 





GENERAL AGENCIES OPEN IN Arkansas * 
Floride 


Maryland + 
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4) Our sales of new business were the 2nd best in our history—an increase 
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Arizona * California 


+ Georgia «+ Illinois * Indiana * Kentucky 


Michigan + Missouri * New Mexico 


Tennessee * Texas * Virginia * West Virginia 
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Never Underestimate the Power of Money as 
Incentive to Persistency, Says Johnson of N.A.L.&C. 


Never underestimate the power of 
money in generating the attitude that 
makes for quality business and conser- 
vation, William O. Johnson, manager 
af field services of North American 
Life & Casualty, intimated in his talk 
at the LIAMA agency management 
(formerly small companies’) confer- 
ence at Chicago. 

Mr. Johnson explained his company’s 
persistency-incentive-income plan, 
known as the “NALAC performance 
bonus,” for managers and agents. 
“There is great incentive for the man- 
ager to go to work to motivate his 
men,” he said. 

“Our performance bonus,” he said, 
“is based on volume and persistency 
performance. Business which stays on 
the books less than two years is 
doubled, then subtracted from the bo- 
nus volume. So there is a double 
volume penalty for lapses. The bonus 
is concerned only with business in force 


RF .. 


less than two years. 

“Life business is figured on a volume 
basis and is progressive. For the first 
$25,000 there is no bonus. On the next 
$25,000 the bonus is $2 per $1,000. On 
the next $50,000 the bonus is $3 per 
$1,000, etc. 

“Disability bonus is figured separate- 
ly on a premium basis. It works the 
same as with life business except that 
each $30 of annual premium is equiva- 
lent to $1,000 of life volume.” 

North American L.&C. makes the 
field “bonus conscious” through per- 
sonal contacts, articles in the house 
organ, letters to managers, and letters 
to wives asking them to express them- 
selves on the “NALAC bonus.” 

North America’s persistency ratio is, 
he explained, the percent of paid-for 
business issued during a certain stated 
period which is still in force after an 
exposure period of one year. Quarterly 
reports sent to the field are “another 
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covering 1953 operations re- 
cords the largest annual pro- 
duction in Company history, 
a paid total of $128,370,726. 
Insurance in force increased 
to $1,300,834,807. Assets 
rose to $505,859,279, and 
surplus funds, including cap- 
ital of $1,000,000, increased 
to $22,268,172. 


EQUITABLE LIFE 
INSURANCE COMPANY OF IOWA 


avenue of keeping persistency perform- 
ance before both managers and under- 
writers.” 

He called LIAMA’s Persistency Rater 
“a definite help to our cause;” it is used 
to help the agent become more alert to 
the selection of quality prospects and 
for future analytical work. “For our 
low persistency performers,” he said, 
“the Persistency Rater will help to de- 
termine whether or not the fault is with 
the type of prospects sold.” 

Mr. Johnson indicated that for the 
last two years his company has pushed 
the national quality award at every op- 
portunity—including agency meetings, 
in conferences with individual agents, 
through letters, and in company publi- 
cations. 

North American gives recognition to 
NQA qualifiers by a large company- 
paid ad in the local paper congratula- 
ting the manager and the qualifier— 
with a picture of the qualifier and by 
offering to send, at no cost to the quali- 
fier, up to 200 announcements to se- 
lected policyholders. 

To encourage more agent emphasis 
on service and improve policyholder 
relations, Mr. Johnson and his associ- 
ates get the agent started sending birth- 
day cards, establish a plan for contact- 
ing the agents’ policyholders regularly, 
suggest procedures on service calls and 
what to do when the policy is delivered. 

He said it is important to reach the 
new.man promptly through personal 
contact by agency staff members and 
managers and again by a series of 
letters sent periodically from the agen- 
cy department. 

The branch office is responsible for 
seeing that the agent makes contact 
and reports back on each lapse. Monthly 
lapse and reinstatement reports go to 
each manager for his agency, plus a re- 
port showing the performance of all 
agencies. These reports are a lot of 
work, but Mr. Johnson said they are 
worth the effort since “our managers 
are now truly ‘lapse concious.’ ” 

North American has made studies on 
A&H paid-for business and A&H lapsed 
business, by agency; persistency of 
“president’s month” business, and a 
follow-up by letter on all life lapsed 
cases, which showed that “far too many 
field underwriters are not following up 
on their lapses.” 





Chase, Gainey Get Miss. 


Posts for Minn. Mutual 


Minnesota Mutual Life has ap- 
pointed as general agents in Mississippi 
Jesse M. Chase at Jackson and Glover 
J. Gainey at Meridian. 

Mr. Chase formerly was with Mutual 
Benefit Life and Standard Life. He is 
a navy veteran. 

A marine veteran, Mr. Gainey for 
eight years was with American Na- 
tional at Houston. 





Names Kennedy at Dallas 


American Investors Life has opened 
an agency at Dallas with Bill Kennedy 
as general agent. 

Mr. Kennedy has the longest service 
record of any of the company’s field 
men, having started in 1948 the same 
year the company was chartered. Be- 
fore that he was with Southwestern 
Life in the home office. In 1951 he 
went to Munich, Germany, where he 
organized and managed a foreign divi- 
sion for American Investors. He later 


organized agencies for the company | 


in England, France, Germany, Africa 
and Italy for the purpose of selling to 
Americans living abroad. He returned 
to the U. S. in 1953. A navy veteran, 
he was the company’s top producer in 
1950 and won its outstanding mana- 
ger’s award in 1952. 
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CALIFORNIA 











|| Coates, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 














GA.-VA.-N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta ¢ Richmond e¢ New York 























GEORGIA & 
MICHIGAN 


ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
AND 
INSURANCE ACCOUNTANTS 
911 KALES BLDG., DETROIT 26, MICH. 
1315 WILLIAM OLIVER BLDG., ATLANTA, GA. 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 















































Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, siento 
Telephone FRanklin 2-40 


Harry ressel, fA. 
M. Wolfman, F.S. ‘Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A W. P. Kelly 


Robert ‘iv rray 














CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A. S$. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
135 S. La Salle St. Chicago 3, Ill. 

















INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Omaha 








Indianapolis 

















NEW YORK 
=—S 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New Yerk, N. Y. 




















PENNSYLVANIA 










FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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Specific Objectives 
Guide Progress, 
Says Charles Gaines 


Objectives and philosophy of agency 
management come ahead of organiza- 
tion, Charles E. Gaines, vice-president 
and agency director of Great National 
Life, told LIAMA’s agency manage- 
ment conference at Chicago. 

Four years ago, he said, the senior 
officers and field managers determined 
the objectives of Great National’s 
agency department. Still in force today, 
they are: to secure an adequate amount 
of new business of high quality at 
reasonable cost; to recruit, train and 
maintain a well trained, compact sales 
organization of career life agents; to 
provide modern merchandising tools 
and competitive policy plans, and to 
provide full opportunity to the sales 
force for success, happiness and finan- 
cial security. 

These objectives gave a starting point 
and now serve as a checklist against 
which to measure progress or lack of 
progress. 

An “adequate” amount of new busi- 
ness meant enough business to increase 
insurance in force 10% annually. The 
percentage is now 17. 

As for manpower needed, the original 
decision was to add assistant managers 
to the larger agencies. It was also 
decided to open two new offices. “We 
feel it would have been wiser,” Mr. 
Gaines said, “to bring the assistant 
managers, who were really manage- 
ment trainees, into the home office 
instead of placing them in agencies.” 
The company decided to utilize the 
training of Southern Methodist Uni- 
versity and LUTC rather than to create 
a home office training department, with 
the result that no one had to be added 
to the home office staff. 

Great National agreed to provide the 
sales force with one new sales tool a 
quarter. Officials felt this could be 
accomplished without additional home 
office personnel if the abilities of field 
managers were fully utilized. 

He said the fourth objective was 
“automatically accomplished if we 
reached the first two,” yet added that 
it was worth stating because of its 
salutary effect on the agency force. 

The company accomplishes good in- 
ternal communication chiefly through 
weekly staff meetings of senior officers 
and through an annual report from 
the agency officers to the board of 
directors. Communication from the 
agency department to the field is ac- 
complished through agency visits, man- 
agers’ meetings, and a_ publication, 
Management Round-Up. Mr. Gaines 
said he or an assistant agency director 
aims to visit each agency at least four 
times a year. In addition, the agency 
department tries to hold at least three 
managers’ meetings each year. 





Mutual of Canada Raises 
Rieder, Luxton, Dunbar 


Mutual Life of Canada has promoted 
Edward A. Rieder to assistant general 
manager and actuary, John H. Luxton 
to assistant general manager and treas- 
urer, and George Dunbar to assistant 
general manager in charge of agencies. 
Mr. Rieder entered the actuarial de- 
partment in 1931 and has been actuary 
since 1948. He is a fellow of the Society 
of Actuaries. Mr. Luxton joined the 


company in 1924 and has been treasur- 
er since 1948. Mr. Dunbar joined the 
Hamilton agency in 1934 and has been 
superintendent of agencies since 1945. 
He is a past president of LIAMA. 





Weber Agency Wins 
N.E. Mutual Trophy 


New England Mutual’s Weber agen- 
cy in Cleveland won the president’s 
trophy for outstanding achievement in 
1953. The agency maintained a sales 
average of $1 million a month, in- 
creased its insurance in force to just 
short of $100 million, and led in high 
quality of new agents and of business 
written by the 37 full-time agents. 
Runner-up agencies were Hays, Bos- 
ton; Wadsworth, Buffalo; Carroll, 
Charlotte, N. C., and Kamp, in San 
Francisco. 

Vice-president George L. Hunt made 
the presentation at an agency gather- 
ing attended by all the members and 
their wives and husbands. 





3 Group Changes in West 
Made by Occidental, Cal. 


Occidental Life of California has 
made three promotions in regional 
group offices, Malcolm H. Kerner 
becoming manager at Portland, Ore., 
DeWitte Leitch assistant manager 
there, and Frank V. Stoltz assistant 
manager at Los Angeles. 

Formerly assistant regional group 
manager, Mr. Kerner joined the com- 
pany in 1948 and was at the home of- 
fice for four years. Mr. Leitch has been 
a group representative at Seattle. He 
started with the company in 1951 at 
San Francisco. Formerly supervisor at 
St. Louis for the Missouri and Kansas 
territories, Mr. Stoltz joined the com- 
pany in 1950 at Kansas City. 





Nations to Cincinnati 


for Columbian National 


Columbian National has appointed 
Howard L. Nations general agent at 
Cincinnati. He has been an agent for 
Connecticut General at Cincinnati and 
before that was public relations direc- 
tor of Gruen Watch Co. During the 
war he was assistant chief public re- 
lations officer for the U. S. maritime 
service. 





Continental American 
Passes $300 Million Mark 


Continental American Life now has 
more than $300 million insurance in 
force, excluding annuity contracts, 
extra insurance under double indemni- 
ty, and other miscellaneous benefits. 
During the last two months, the com- 
pany’s net gain in the insurance ac- 
count has been 45% greater than dur- 
ing the same period of 1953. 





Prudence Illinois Changes 


Prudence Life has made the follow- 
ing Illinois field changes: E. L. Jar- 
man, former district manager at Au- 
rora, has been advanced to regional 
manager in charge of the Aurora, 
Springfield and Evanston agencies. 
Herbert Wichait becomes Springfield 
manager, replacing Donald F. O’Con- 
nor, who will devote his time to per- 
sonal production. Fred Petersen be- 
comes Aurora district manager and 
George Miller has been named to the 
same post at Evanston, a new office. 





Committee Gives A&H Bill Boost 


A bill calling for uniform provisions 
for individual A&H policies has been 
favorably reported by the insurance 
committee in the Massachusetts legis- 
lature after two changes were made in 
it. The changes delete the autopsy pro- 
visions and change the time limit on 
defenses for misstatements in the ap- 
plication from three years to two. 
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Bankers Life of Nebraska 


HOME OFFICE © LINCOLN 


Assets 


Bonds (Amortized Valve) $48,191,959.80 
US. Government . .$ 7,029,111.00 
State & Municipal... 2,444,716.89 
U.S. Railroads .... 5,388,065.41 
Public Utilities .... 13,317,282.45 
Canadian ....... 1,841,478.83 
Industrial 18,171,305.22 


Stocks 
(Preferred $2,109,300.20 


Common = 1,821,579.19) 3,930,879.39 


Mortgages 
(Farm . .$1,451,677.54 
City ... 7,847,598.2) 
FHA. . 7,843,700.00 
G.I. ... 2,250,806.17) 


Real Estate 
(Home Office ...$ 112,768.83 
Sold Under Contract 6,334.69 
Investment .... 1,349,879.25) . 1,468,982.77 


19,393,781.92 


loans on Policies 4,081,229.51 


Cash in Office & Banks 1,145,069.16 


Accrued Interest & Rent 829,326.04 


Due From Reinsurance Companies 641.38 


ferred & 
eas Uncollected Premiums .. 1,221,594.26 


Misc. Assets (Less Not Admitted) 312,978.22 


Total ..ececece $80,576,442.45 





Liabilities 


$70,289,904.79 
.. +. -$61,976,520.56 
Supplementary Controcts.. 4,028,895.00 
Prepaid Premiums 1,817,667.00 
Dividends Left at Interest. 2,466,822.23 
Premi' Paid in Ad 
Accounts Accrued 


Policyholders Reserves 
Policy Reserves ... 





79,241.14 





Dividends to Policyholders Pay- 
able in Following Year and 
Reserve for Deferred Dividends. 676,222.84 


Reserve For Taxes Payable in 
Year Following 302,620.44 
Reserve for Retirement Plans.... 865,700.89 


Claims Reported, 
No Proofs Inc.. .$79,282.35 
Reserve for Not Reported...., 219,423.10 


Reserve for Miscellaneous 


Small Accounts 194,157.38 


Security Valuation Reserve 755,920.57 


Reserve for Contingencies and 
Fluctuation of Investment Values 1,000,000.00 


Additional Funds for Protection 
of Policyholders «e+eeee+++ 6,193,251.33 
———— 
Total sevisacdess--- $80,576,442.45 


Bankers Life 
‘r5itiit' Of Nebraska 








ANICO representatives are 
Anico’s best advertisements 


T. W. CATHEY., Staff Supervisor, — Paris, Texas 


Starting as an agent with ANICO in January 1939, T. W. Cathey 
was promoted to staff supervisor of the Paris agency July 1, 1940, 
and has consistently set enviable records in the insurance field. 
He is a charter member of The President's Club and is always 


one of ANICO’S leading staff supervisors. 


‘Opportunities in insur- 


ance are plentiful,” says Mr. Cathey, “if you are trained and 


equipped to 


do the job. ANICO’S training program and sales aids 


enables one to make the most of an insurance career.” 


* A working contract that permits outstanding earnings. 

* Policies that stand out in value against any competition. 

* A management philosophy that is based on the axiom that 
‘a company succeeds only when its agency force succeeds. 

*% The most modern and effective selling aid program that 


can be devised. 


For information without obligation 


bi 
of life "arcing 
I n force mur anCce pany 


GALVESTON, TEXAS 


W. L. MOODY, JR., PRESIDENT 


address “Executive Vice-President 
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Melby Lists Specific Points in Woodmen 
Central's Program of Agency Supervision 


In establishing long-range objectives 
for A&H managers the market should 
be kept in mind 
as a factor of top 
importance, L. J. 
Melby, agency 
vice-president of 
Woodmen Central, 
indicated in his 
talk at the LIAMA 
A&H meeting at 
Chicago. 

“Too often an 
agency officer, as 
well as a manager, 
is prone to base 
his expansion pro- 
gram on the availability of men when 
perhaps he should be laying his plans 
on the basis of market,” he said. 

Short-range objectives, he said, en- 
compass primarily the establishment 
of manpower and production goals for 
the year. He said his company three 
years ago abandoned arbitrary pro- 





L. J. Melby 





duction quotas for agencies and sub- 
stituted what he called an automatic 
quota system based on what the man- 
ager has done in the past, this being 
the best gauge of the manager’s ability 
and potential. The new system, on the 
whole, is better. 

Woodmen Central places primary 
emphasis on motivating managers. 
Here are the main methods it uses: 

—Cash awards to the three leading 
managers each year. 

—Special recognition in the com- 
pany’s Managers Confidential Bulletin 
of the 10 leading managers each month. 

—Inclusion of the manager in all 
home office sponsored contests, with 
the opportunity to win prizes on the 
basis of his agency’s production. 

—Managers can qualify for the lead- 
ers’ club, which meets every 18 months 
at a leading resort. They can qualify 
to take their wives. 

—A bonus sytem provides cash 
awards for each manager in proportion 
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UP SALES with U. S. 
U.S. LIFE... 











COMPARE U. S. 
AND Up Sates 


A few reasons why every day more brokers and agents 


Has certain salable “exclusives” covering every phase 

















of Individual and Group . . . LIFE, ACCIDENT & 
SICKNESS, and HOSPITALIZATION, 


Is able to eliminate red tape—give fast, expert service 
even on the “toughest” 


Has a liberal underwriting philosophy and provides 
modern effective sales aids. 


Call your U. S. Life agency or write home office today. 
Find out how easy it is to UP SALES with U. S. 


cases, 
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to the job he does, plus a recruiting 
bonus based on production of new men 
during their first six months. 

—Publication each month in the com- 
pany house organ of each manager’s 
quota attainment results—whether 
good or bad. 

—Use of the Managers Confidential 

Bulletin as a key instrument in super- 
vision and inspiration through analysis 
of company and individual agency re- 
sults for the previous month; new re- 
cruiting ideas, and other management 
plans that are working. 
Monthly analyses of each man- 
ager’s monthly and year-to-date re- 
sults, comparing them with his results 
as of a year earlier as well as with his 
quota for the year, thereby letting the 
managers know “we are interested in 
them as individuals.” 

—A three-day conference held each 
January for all managers. This is a 
combination schooling and motivating 
session and gets the managers into the 
act as speakers or as members of panel 
discussions. 

—Annual meetings in each state of 
all active agents, managers, and their 
wives. These are conducted by the 
agency vice-president and the super- 
intendent of agencies. 

—During the latter half of the year 
two-day regional conferences are held 
for managers as schooling sessions on 
agency management subjects. 

—Trouble-shooting, meaning an 
agency department man visits a par- 
ticular agency that seems to be slip- 
ping. 

—Regular weekly activity reports 
from managers. These are required 
from all new managers and from such 
managers as the agency department 
considers warranted. Acknowledgment 
of and comment on each report is vital. 

—Using the telephone freely to keep 
in touch with field directors and par- 
ticularly with new managers. Home 
office agency men, all of whom have 
a record of successful personal produc- 
tion and supervisory work with the 
company, are assigned to a group of 
managers, for whom they act as coun- 
sellors. 








Republic National Elects 
Brewer Underwriting V-P, 


Gives Others New Titles 


Republic National Life has promoted 
E. F. Brewer from assistant vice- 
president to 
vice-president in 
charge of home of- 
fice underwriting. 
He joined the 
company in 1944 
after having been 
with the former 
Alliance Life of 
Chicago for 16 
years. 

Rex Beasley, 
who has been in 
the agency, invest- 
ment and rein- 
surance’ divisions 
for 10 years, has 
been named assistant secretary and 
assistant office manager. Malcolm 
Thomas, formerly with Metropolitan 
as underwriting supervisor, was elected 
assistant secretary in the underwriting 
division. 

Dr. Donald G. Kilgore, vice-presi- 
dent and medical director, now joins 
the company on a full time basis. He 
has been with the company since 1925. 
He is a past president of Assn. of 
Life Insurance Medical Directors of 
Texas. 


e B. J. Jenkins, Waldorf, Md., was the 
leading manager and A. Fletcher, Rich- 
lands, Va., top agent in combined pro- 
duction last year for Peoples Life of 
Washington, D.C. 





E. F. Brewer 
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Name Speakers 
for Features of 


NALU Midyear 


NEW YORK—Several features that 
will highlight the forthcoming midyear 
meeting of National Assn. of Life Un- 
derwriters at New Orleans the week 
of March 22 have been announced. 

The General Agents & Managers 
Conference now has confirmed the 
names of all speakers on the confer- 
ence’s all-day program Monday. 

In the morning William Schergens, 
Aetna Life, Shreveport; Francis L, 
Merritt director of training, Mutual 
Benefit Life, and Walter G. Gastil, 
Connecticut General, Los Angeles, wil] 
speak. Luncheon speaker will be Les- 
ter O. Schriver, managing director of 
NALU. In the afternoon there will be 
six concurrent discussion seminars, 
Discussion leaders will be W. Sheffield 
Owen, agency vice-president Life of 
‘Georgia; Fred E. LeLaurin, Aetna 
Life, New Orleans; Robert B. Pitcher, 
Penn Mutual, Boston; Henry C. Hun- 
ken, Connecticut Mutual, Chicago; 
Adam Rosenthal, General American, 
St. Louis, and Richard N. Lewis, Great 
National Life, Austin, Tex. 

The LUTC luncheon will be Wed- 
nesday. Speakers are Tom Flournoy, 
Jr., New York Life, Macon, Ga., and 
Clyde A. Connaughton, Metropolitan 
Life, Shreveport. 

The New Orleans Sales Congress 
will take place Friday, under the 
chairmanship of Paul Light, Travel- 
ers. Speakers will include Charles A. 
Taylor, president Life of Virginia; C. 
L. O’Quinn, Aetna Life, Laurel, Miss.; 
A. Jack Nussbaum, Massachusetts Mu- 
tual, Milwaukee; William D. Davidson, 
Equitable Society, Chicago, and Harry 
J. Syphus, Beneficial Life, Salt Lake 
City. Luncheon speaker will be Robert 
C. Gilmore, Jr., NALU president. 





N. Y. Life Names Murphy 
to Head Topeka Office 


New York Life has appointed Thom- 
as C. Murphy manager of its new 
branch office at Topeka. Leo E. Con- 
nor will be cashier. Mr. Murphy joined 
the company in 1950 at Sioux City and 
has been assistant manager at Wichita 
since 1951. He is an air force veteran. 





Georgia Caravan Speakers 


ATLANTA—Speakers for the 1954 
all-star caravan March 23-26, spon- 
sored by the Georgia association, will 
include H. Cochran Fisher, Aetna Life, 
Washington, D. C., David Marks, New 
England Mutual, New York City, G. S. 
Cutini, Life of Georgia’s director of 
training, and Jack Wardlaw, Provident 
Mutual, Raleigh, N. C. 





Occidental, N. C., Cuts Rates 


Occidental Life of North Carolina 
has reduced rates. Illustrative rates at 
age 35 are: Preferred risk ordinary 
life, $21.17; 20-payment endowment 
age 85, $33.37; 20-year endowment, 
$46.33. 

New forms introduced are: 15-year 
term, 20-year term, double protection 
to age 65, and an added feature, s 
disability, and 20-pay premium return. 





Two Hike Non-Medical Limits 


Farmers Life of Iowa has in 
its non-medical limits to $5,000, ages 
0-5; $7,500, ages 6-19; $10,000, ages 
20-35; $6,000 ages 36-45. 

Non-medical limits of Farmers & 
Bankers Life are now as follows: age 
0-4, $5,000; ages 5-35, $10,000; ages 
36-40, $7,500; ages 41-45, $2,500. 
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Tells How Ohio State 
Gives General Agents 
a Voice in Planning 


Frank L. Barnes, vice-president and 
agency director of Ohio State Life, in 
his address at the 
LIAMA agency 
management (for- 
merly small com- 
panies’) conference 
at Chicago, cited 
four cardinal 
points in his com- 
pany’s agency de- 
partment plan for 
operation and 
supervision of 
agencies: 

A committee of 
general agents to 
work in close cooperation with home 
office management; an annual meeting 
with individual general agents to con- 
sider results for the year, plan for the 
coming year, and establish objectives 
as the basis of operation; a good system 
of activity and result reports between 
agent and general agent and also 
between general agent and home office 
as a means of improving information 
channels and determining where super- 
vision may be needed; and a well 
organized plan of constructive agency 
visits. 

Ohio State’s committee of general 
agents meets with agency department 
officials about three times a year. There 
is great value in full discussion with 
general agents of any company plans 
and policies which might affect the 
field and to this extent the field force 
is taken into company confidence and 
has a voice in management planning 
as it may affect their interest. 

Meetings in the home office with 
individual general agents are held 
each December. About half a day is 
devoted to each general agent for full 
discussion and analysis of his situation, 
of his accomplishments during the year, 
and of his plan for the coming year. 

From each conference, agency objec- 
tives are set up specifically for total 
paid production, production from pre- 
sent manpower showing the amount 
expected from individual agents, the 
number of new men to be added to 
the agency, production from new 
organization, gain of insurance in force, 
new life premiums (exclusive of single 
premiums and annuities), and agency 
cost per $1,000 of annual paid busi- 
ness. A monthly report of progress is 
sent to each general agent. 

Mr. Barnes said a good system of 
reports from agent to general agent, 
and general agent to the home office 
can increase the effectiveness of agency 
operations. A revision of his company’s 
entire reporting system was completed 
recently. 

He said that recently his company 
had come to realize that the LIAMA 
Plan Book is the “basis of agent plan- 
ning for the year and it is the proper 
Place to record actual results.” It 
keeps the general agent informed and 
enables him to know when and where 
help and supervision are needed. The 
home office is also supplied with some- 
what limited but necessary information 
about the agency situation. 

A definite track is provided for each 
agency visit, Mr. Barnes said, to be 


re 





Frank L. Barnes 


sure that all phases of the general 
agent’s activity are covered with par- 
ticular reference to points set up in 
his established agency objectives. 
Agency visits are customarily made by 
two assistant superintendents of agen- 
cies who work closely with the superin- 
tendent of agencies. 

The track is provided by A Guide to 
Agency Visit, an organized file of 
source material on subjects pertaining 
to the five job phases which stem from 
the general agent’s five objectives: 
present manpower, new manpower, 
gain of insurance in force, premium 
income—agency and individual agent, 
and agency costs and other responsibili- 
ties of the general agent. 

Good training, Mr. Barnes said, re- 
sults from a continuous training proce- 
dure and not from a shot in the arm 
method. 





Elect Mrs. Cooley to Board 


Mrs. Anna M. Cooley of Moline, I11., 
has been named to the board of Royal 
Neighbors of America. She succeeds 
Mrs. Margaret Gorman of Chicago, 
who retired on account of illness. Mrs. 
Gorman served as a director for 16 
years. 

For the last eight years Mrs. Cooley 
has served as supreme receiver of the 
society, an office she will continue to 
fill until her successor is appointed 
She previously was in the field work. 
Mrs. Cooley is treasurer of Fraternal 
Youth Counselors Assn., the juvenile 
section of National Fraternal Congress. 





Indiana Insurer Names Four 

Disability Insurance Associates of 
Indianapolis has made four appoint- 
ments. Ken Mandel becomes assistant 
to the president, G. P. Green state 
manager for Illinois, Earl Bullock su- 
pervisor of training in Indiana and IIli- 
nois and Fred Nation director of pub- 
lic relations for the group department. 
All are Indianapolis residents. 





Sleeper Addresses Controllers 

In an address before Kansas City 
chapter of Controllers Institute of 
America, Dwight W. Sleeper, chief 
consultant of Insurance Buyers’ Coun- 
cil, proposed various steps which he 
said would reduce highway accidents. 





e San Francisco CLU chapter heard 
a discussion on federal estate taxation 
at the March meeting by L. A. Bridge- 
man who is with the bureau of inter- 
nal revenue at San Francisco. 


i ae 




















Efficiency 


“Our new Home Office Building 
has been planned with the prime 
Z object of enabling our staff opera- 
a\ tions to be performed with maxi- 

mum efficiency and economy. The 
saving will be reflected in the net 
cost of insurance to our policy- 
holders for years to come.’ From 
— address at Annual Meeting, Fanuary 22nd, 





‘ Issued Total 
NY In 1953 In Force 
NS4 
SY] Insurance $169,733,059 $1,050,958,592 
Annuities $s 7,1 67,060 $s 72,505,572 
$176,900,119 $1,123,464,164 
Assets —$181,676,122 





Surplus Funds —$13,750,950 


Paid or Credited to Policyholders 
and Beneficiaries in 1953 —$30,075,483 





Mn Ais 


For a Sure Tomorrow... Insure Today 


Crown LIFE 


Establishes INSURANCE COMPANY 
ong 


Homc Office 
Toronte,Canada 


OVER ONE BILLION IN FORCE IN OUR 53rd YEAR 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of Columbia, 
Florida, Georgia, Hawaii, Idaho, Indiana, Kansas, Louisiana, Maryland, Michigan, Minnesota, 
Mississippi, Missouri, New Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsylvania, 
Puerto Rico, Texas, Virgin Islands, Washington, AND NOW IN TENNESSEE, OUR 25th STATE. 


A Complole Lue of Coucrage 
Life Insurance Aecident ¢¥ Health 


Excellent Opportunities for Capable Salesmen 


Bankers Life Y Casually Company 
fhe D. Mac Anthur, President 
Chicago 30, Mines 
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Honoring Questionable A&H Claims Often Pays 
Off in Community Prestige, Monarch Life Finds 


“It may be economically sound to 
pay a questionable claim under some 
circumstances rather than lose the 
prestige which you have built in a 
community, and rather than lose your 
agent in whom you have a sizable in- 
vestment,” Roland S. Jack, claims vice- 
president of Monarch Life, told the 
persistency forum at LIAMA’s A&H 
meeting in Chicago. 

Mr. Jack said the claims man must 
think beyond the immediate claim to 


. 


the effect it will have on business in 
general, his company in particular, and 
agents who procure the business. He 
listed as ways to conserve business in 
the claims department: eliminate 
technicalities in the evaulation of the 
claim, give the policyholder the benefit 
of the doubt in a questionable circum- 
stance, and pay benefits promptly. 
He discussed the effects of enlisting 
the help of the field force in the han- 
dling of claims, the resolving as many 


~ 
> 




















The ''GA” Story 


There’s a third dimension to Insurance Under- 
writing which lends depth, clarity, and keen per- 
spective to Life Insurance opportunity. 

It's being your own boss, putting your 
original ideas and your personal initia- 
tive to work for YOU! That extra 
dimension is extra opportunity 








... It's managing your 
own agency! 





PROTECTIVE LIFE offers: 


e A flexible top-commission General Agent's 
contract which allows you to utilize all of 
your managerial and production abilities. 


e Continuous supervision and advanced field 
training to all new agents you bring:.into 


the business. 


e Effective visual presentation material on a 
variety of policy contracts which spurs 
new agents into immediate production. 

e A prestige-building advertising and pro- 
motion program tailored to fit any situation. 



















General Agency Openings 
throughout the Southeast 


For complete information write to 
Charles B. Barksdale, Superintendent of Agencies 


PROTECTIVE LIFE 


William J. Rushton 
« President 








Serving the South 
Since 1907 


j 





i A Insurance Company 


PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 


claims problems as possible without 
resorting to lengthy and technical cor- 
respondence, and his company’s use 
of only one claim form. 

Personal attention on questionable 
claims, he said, is vital to good per- 
sistency and the maintenance of good 
policyholder relations. At Monarch, he 
said, “we encourage this personal 
service by forwarding checks in pay- 
ment of claims processed in the home 
office to our branch offices. Most of 
the time these are given to the agent 
for personal delivery. As a result we 
keep our relations with policyholders 
friendly, and keep claim payment 
misunderstandings to a minimum.” 

Mr. Jack said Monarch never de- 
clines a claim unless the information 
received indicates a serious misrep- 
resentation that is material to the 
claim, and even then the policyholder 
is often given the chance to state his 
reason for omitting the information on 
the application. This practice has paid 
off, in his opinion, and has conserved 
business that would otherwise have 
been lost had the company declined 
the claim or rescinded the policy be- 
fore making the additional investiga- 
tion. 


Johnston Heads A&H for 


American Investors, Dallas 


American Investors Life of Dallas 
has named P. H. Johnston, Jr., vice- 
president and director of A&H, Dr. 
Martin S. Buehler vice-president and 
medical director, and has elected James 
J. Ling, president of Ling Electric Co., 
Dallas, to the board. 

Mr. Johnston joined the company 
last year after serving as southeastern 
sales manager for Security Mutual 
Life. Before that he was executive 
southeastern A&H supervisor for Con- 
tinental Casualty. He joined that com- 
pany in 1946, after army service, as a 
field supervisor. 

Dr. Buehler graduated from Univer- 
sity of Minnesota school of medicine, 
and is in private practice at Dallas. He 
is a navy veteran. 








Wants Houston City Group 


Cover on Open Bid Basis 


Houston’s City Council has been 
asked by Pat Greenwood, president of 
Great Southern Life, to allow insur- 
ance companies to submit public bids 
for group life on city employes. Premi- 
um on the current coverage runs about 
$40,000 annually, and Mr. Greenwood 
believes it could be lower with better 
coverage offered. 

Present cover represents $500 an 
employe, with each one allowed to 
take an additional $500 for 60 cents a 
month. 

Mayor Hofheinz said the city had 
renewed its contract each year with 
General American since 1921. Mr. 
Greenwood said through the years 
there had been a decline in group 
rates which the city should seek to 
benefit from. 





Delaney V-P, Actuary for 
American General of Tex. 


Andrew H. Delaney has been elected 
vice-president and actuary of Ameri- 
can General Life of Houston. 

For four years Mr. Delaney has been 
with Union Central Life as assistant 
actuary. Before that he was with Eq- 
uitable Society, latterly as mathemati- 
cian. He is a fellow of Society of Ac- 
tuaries and an air force veteran. 


H. R. Noer Eases Duties 


Harold R. Noer, general agent for 
Wisconsin Life at Madison since 1938, 
is discontinuing management activities 
to devote his time to personal pro- 
duction. Mr. Noer is a past president 
of the Madison CLU chapter, the Assn. 
of Life Underwriters, Life insurance 








& Trust Council and the Wisconsin 
Life Insurance Leaders Round Table. 


THE COMPANY 
BY THE GOLDEN GATE 





$354,379,664 
INSURANCE IN FORCE 


Increase—$48,220,020 
RESOURCES 
Cash $ 912,519.62 
U.S. Bonds . 19, 166,784.00 
Other Bonds 17,072,264.00 
Mortgage Loans 16,418,982.49 
Policy Loans 4,609,297.74 
Accrued Premiums . 1,293,780.08 
Home Office Property . 690,450.63 
Accrued Interest . « 280,722.45 
Other Assets . . 46,853.72 
Total . . . $60,491,654.73 
OBLIGATIONS 

Policy Reserves $50,237,173.00 
Policy Dividends 1,847,589.35 
Claims Pending . . . 450,220.86 
Advance Payments . . 910,465.94 
Staff Retirement . . . 814,000.00 
Taxesin1954.. . . 338,919.98 
Miscellaneous . 419,637.60 
Special Reserves . 521,080.66 
Total Reserves . . $55,539,087.39 

Capital & Surplus Funds 
for Added Security 4,952,567.34 
Total . . $60,491 ,654.73 

More than 
95 Millions 


paid in benefits 


All resources of high character...a quality 
Company doing business in a quality 
market. Copy of Annual Report in- 
cluding list of securities owned 
mailed on request. 


WEST COAST 
INSURANCE Ala COMPANY 


HOME OFFICE » SAN FRANCISCO 


HARRY J. STEWART « PRESIDENT 





Service Guide «| 














Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 
2328 N. Henderson Dallas, Texes 
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Meehan, Boothby to 
Boston for Mutual: 
Cahill to Brooklyn 


Mutual Life’s 100th agency will 
result from a division of its present 
Boston office in- 
to two agencies, 
which will be 
managed by John 
P. Meehan and 
Foster S. Boothby, 
effective May 1. 
Daniel P. Cahill 
will succeed Mr. 
Boothby as mana- 
ger at Brooklyn. 

Leland T. Wag- 
goner, manager at 
Boston, was re- 
cently named as- 
sistant manager for sales at the home 
office. 

Mr. Meehan joined the company in 
1949 and has been assistant manager 
at Boston for two years. Recently 
named training assistant at the home 





John P. Meehan 





Foster S. Boothby Daniel P. Cahill 


office, he is a director of Boston’s CLU 
chapter and legislative vice-chairman 
of Boston Life Underwriters Assn. 
He is a navy veteran. 

Mr. Boothby entered insurance in 
1942 and, after navy service, joined 
the Boston agency in 1946. He has been 
manager at Brooklyn since 1952. 

Mr. Cahill entered insurance in 1929 
and was director of Texas Christian 
University’s life insurance marketing 
course and of the life insurance mar- 
keting institute at Purdue. A CLU, he 
joined Mutual in 1949 and has been 
director of field training since 1951. 





List Area and State 


Management Conferences 


The Washington, D. C., management 
conference, which is being held this 
week, is the second of 17 area and state 
conferences for managers and general 
agents. The first, run by New York 
State Assn. of Life Underwriters, was 
held at Saratoga Springs Feb. 19-20, 
and the next will be held at Ohio 
State University April 23. Other meet- 
Ings scheduled are New England, 
Swampscott, Mass., April 30-May 1; 
Colorado, Denver, May 6; Pacific 
northwest, Portland, Ore., May 7-8; 
Florida, Miami Beach, May 13; south- 
ern California, Pasadena, May 19; 
eastern, Bedford Springs, Pa., June 
11-12; Texas, Austin, June 24-26; 
Michigan, Michigan State College, 
Sept. 29-30; midwest, French Lick, 
Ind., Oct. 21-23; LIAMA Atlantic 
alumni, Rye, N. Y., Oct. 21-22; north- 
ern California, Berkeley, Oct. 28. 
Dates for the St. Louis, Wichita, and 
Honolulu meetings have not yet been 
announced. 





Moore to Address LOMA Grads 


James P. Moore, comptroller of Mu- 
tual Benefit Life, will address Society 
of LOMA Graduates March 24 at Mu- 
tual Benefit’s home office in Newark. 
He will discuss management planning 
and operational methods. 


Merge Field and 
Underwriting Ideas, 
Alport Tells LIAMA 


More teamwork between the sales 
and underwriting departments may be 
one answer to the 
problem of how to 
improve persisten- 
cy, David B. Al- 


port, vice-presi- 
dent of Business 
Men’s’ Assurance, 


told the persistency 
forum at LIAMA’s 
A&H meeting in 
Chicago. 

Mr. Alport sug- 
gested that ‘some 





D. P. Alport 


of us who have top 
management re- 
sponsibilities sometimes forget our 


mutual responsibilities to each other.” 
The sales executive and the under- 
writer share a mutual responsibility 
to the agent and to the policyholder, 
he said. 

He emphasized that “many unfor- 
tunate situations between the under- 
writer and the salesman or the under- 
writer and the applicant are averted 
if the underwriter is constantly en- 
couraged and given the opportunity to 
know the salesman personally and to 
understand his working habits.” 

The underwriter should go out into 
the field. In this way, he said, the 
underwriter becomes to the salesman 
more than a name on a letterhead or a 
signature he can’t read—he becomes 
“another fellow being who likes bright 
ties and is worried about his son driv- 
ing the family car.” 

When the salesmen visit the home 
office, let them pay a visit to the 
underwriting department, Mr. Alport 
urged. 

He favors dividing underwriting 
work on a territorial basis and said 
B.M.A. has 10 underwriters, each serv- 
ing an assigned territory. This way 
“each underwriter thinks of the sales- 
man working in his territory not as a 
code number or a hole in a punch card, 
but as Harry or Frank.” 


If underwriters take sales courses, 
Mr. Alport said, the courses will help 
them inject into their letters ideas and 
suggestions that will build confidence 
in the field men and will have an im- 
portant bearing on persistency. Further, 
they will see in sales objectives some- 
thing more than production records or 
new highs in achievement. 

He acknowledged that communica- 
tions from the underwriting depart- 
ment to the field man are the respon- 
sibility of the underwriting executive, 
but “the spirit of these communications 
is affected immeasurably by your sales 
philosophy.” 

There are occasions when the under- 
writer reviewing the case will recognize 
that for one reason or other the amount 
of protection suggested may not best 
suit the needs of the applicant. “En- 
courage those responsible for your 
underwriting,” he said, “to tell you 
about such situations and you will 
undoubtedly be in a better position 
to assist the man in the field.” 





eGreat-West Life has appointed K. E. 
Halbert assistant group supervisor at 
Los Angeles. He has been with the 
company there since 1952 and entered 
insurance in 1947. 











“INSURANCE 
ALWAYS — 


Savings 
When Possible” 








AN OCCIDENTAL field man coined that motto. 
How well it expresses the needs of most insur- 
ance buyers! And how exactly it describes our 
Multiple Benefit Savings plan! 

This is the endowment-like policy that helps a 
man save money when he can without pre- 
senting him a problem when he can’t. 


It's the savings plan that makes it easy for 
him to hold on to his protection — unimpaired 
—even when he can’t hold on to his savings 
program. 

It's the policy which, because of this and other 
sound features, became our seventh best seller 
in a year’s time. Is this any wonder? 





“A Star in the West...’ 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 

@ Complete substandard facilities. 

@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and ‘‘‘isconsin 


NORTH AMERICAN LIFE INSURANCE SOMPANY 


OF CHICAGO 


C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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ales Ideas That Work 





N. Y. CITY SALES CONGRESS 





Burning Zeal to Lead the Pack Marks 
All Star Salesmen, New Yorkers Are Told 


NEW YORK—A consuming passion 
to be at the top of the heap, the habit 
of “doing a little bit more”, and the 
use of “powerized phrases” are charac- 
teristics that are found in the top- 
ranking salesmen in any line of work, 
Peter Bove, commercial training super- 
visor of New Jersey Bell Telephone and 
teacher of salesmanship at Rutgers 
University, told the New York City 
Life Underwriters Assn. sales congress. 

Mr. Bove told of talking with a 
group of 20 of the nations leading 
salesmen, including some life insurance 
agents and attempting to determine 
what factors are essential to success. 
He emphasized that it is not education, 
nor the taking of sales courses. He 
said he checked the group to see 
whether there might not be a “hidden 
asset,” like a brother who was vice- 
president in a bank, for it is often said 
that success is relative—‘the closer 
the relative the greater the success.” 

This group of hot-shot salesmen had 
young men and old men, they were 
essentially likeable, they had good 
personalities, exhibited tact, cheerful- 
ness, courtesy, good manners, fair ap- 
pearance and a knowledge of what 
they were selling. But the factors that 
stood out, he said, were their will to 
win, their willingness to put in extra 
effort, and their use of language with 
a high motivation value. 

The will to win, from Mr. Bove’s 
description, seemed to be obviously the 
most important and actually the one 
from which the other two qualities 
stemmed, both being manifestations 
of a driving urge to be the top man on 
the totem pole. 

As exhibited by the salesman, the 
will to win takes the form of an in- 
tense drive to be at the top of what- 
ever group he is in. He knows that 
someone will be at the top and some- 
body will be at the bottom but the 
champion resolves that he will lead 
the pack. This attitude may be re- 
flected in a number of different ways. 

For example one life agent in the 
group seemed to be so sold on his 


product that he made practically a 
crusade out of it. He was not selling 
just a life insurance policy but was 
providing education for a growing boy, 
freedom from the trials and tribula- 
tions that would otherwise beset a 
widow—in other words describing his 
product in terms of results that a per- 
son could almost feel. 

The will to win, said Mr. Bove, is 
reflected strongly in the individual’s 
goals, both long-range and in the in- 
dividual interview. A man of small 
mind has small objectives. The medi- 
ocre agent goes after the small pros- 
pect. The champion aims high. He 
tries for the bigger orders. He realizes 
that it takes no more and sometimes 
less effort to sell the big man than the 
little fellow. 

Another way that the successful 
agent exhibits his will-to-win is that 
he insists on accomplishing what he 
went out to do in the interview, not 
just tell his story. He is out to get that 
first premium payment because he 
knows if he can’t close, the rest of the 
interview serves no purpose. On the 
other hand, the average salesman seems 
to be afraid of closing. He goes 
through the selling process up to the 
vital moment and then something 
happens. He seems to be afraid of 
hearing the word “no” so rather than 
ask and run the risk of hearing it, 
“we encounter the pause that de- 
presses”’. 

Mr. Bove emphasized that when it 
comes time to close the buyer needs 
the agent’s help. The prospect has a 
number of questions in his mind. He 
needs help in making his decision. Is 
this the right policy? Is it for the 
right amount? Is it the right com- 
pany? It is the obligation of the sales- 
man to make it easy for the prospect 
to say “yes’’, to speak positively, to in- 
dicate that this is a wise course, that 
others follow it. The average sales- 
man, however, meekly says, “Well, 
what do you think?” 

The thing to do, Mr. Bove said, is 
to take the attitude that it is for the 


expert to decide and the agent is the 
expert who should help the prospect 
in this regard. More errors in the 
close are made through failure to make 
it easy for the prospect to say yes and 
failure to ask for action than from any 
other cause, said Mr. Bove. 

To illustrate what he meant by 
“doing a little bit more,’ Mr. Bove 
held up a copy of the classified tele- 
phone book. He pointed out that there 
were hundreds of life agents listed in 
it. 

“What do you offer extra that should 
make a prospect want to do business 
with you?” 

He indicated that this plus factor 
must come from doing a little bit extra 
for the prospect, willingness to make 
calls at the prospect’s home, a friendly 
attitude that goes beyond a mere busi- 
ness relationship. Also, this “doing a 
little bit more” means doing a little bit 
better prospecting job and making sure 
that the prospect is really in the mar- 
ket, can afford to pay and needs the 
insurance. 

Mr. Bove gave a number of examples 
of ‘“powerized phrases”. These illus- 
trated the difference between a com- 
pelling, motivating way of stating a 
fact or answering a question and a 
colorless, ineffectual way of doing the 
same things. 





Greenfield Is Chairman 


J. B. Greenfield, president of Con- 
tinental American Life of Houston, 
has been elected chairman of the board 
as well. 





e Walter Fisher has joined the sales 
staff of Albert M. Harmon, Inc., agen- 
cy at Portland, Me. After navy service 
he joined Vermont Accident in Maine 
and later did sales work outside insur- 
ance. He will be in sales and service 
of A&H and life in Maine and New 
Hampshire for the agency. 





e Frank J. Engelhardt has been named 
to head the brokerage operations of the 
Gordon E. Crosby agency of New Eng- 
land Mutual Life at Seattle. He for- 
merly was with Occidental Life of Cal- 
ifornia. 





e R. N. Lewis, Great National Life, at 
a meeting of San Antonio Life Manag- 
ers Club discussed some of the prob- 
lems the life organizations are meeting 
. putting over an agents’ qualification 
aw. 





Figures from Life Companies Year-End Statements Shown 





Increase Surplus to New Ins. in 
Total in Policy Bus. Force Dec. 
Assets Assets holders “ % 31, — 
Afro-American Life, Fla. ...... 7,119,134 560,068 1,621,041 17,052,564 42,582,095 
Oe err 451,567,176 25,457, “4 26,517,776 286,359,409! 1,809,885,619 
Commercial & Industrial Life, Tex. 8,102,098 805,915 6,137,961 14,648,662 40,665,951 
Czechoslovak Society ............ 12,269,346 710,503 1,785,891 2,441,553 37,311,253 
Farm Bureau Life, Mo. .......... 898,710 190,383 185,953 4,484,147 20,049,863 
Guarantee Reserve Life ........ 5,502,852 604,846 401,662 14,523,349 50,041,108 
Monarch Life, Canada .......... 46,045,519 3,355,539 4,644,647 37,182,698f 241,938,332+ 
"=e 26,963,581 1,820,363 2,041,406 21,686,255 149,306,423 
National Old Line ............ 10,058,731 2,369,281 876,486 41,015,972 120,610,609 
New World Life .............. 29,574,260 1,884,673 1,865,819 13,519,686 124,516,201 
Olympic National Life .......... 6,419,940 816,947 430,552 7,446,121? 42,755,138 
Professional & Bus. Men’s Life .. 2,891,403 736,068 657,057 15,412,175 30,633,559 
Progressive Life, Ga. .......... 77,7 403,464 1,004,092 14,621,724 55,902,891 
Progressive Life, N. J. .......... 3,678,072 600,009 538,410 13,507,541 32,894,841 
Protective oo | ee 55,363,135 4,932,780 440,161 72,190,233 531,770,417 
Reliance Mi & 255,244 334,301 10,945,803¢ 19,736,125 
—169,261 266,776 2,004,846 22,050,895 
1,450,435 7,617,084 136,510, 2838 800,445 208 
148,484,837 58" 292,260 1,069,917,518 14,119,625,669 1,481,142,450 210,734,130 
1,126,797 ly 003, 878 15,501,170 81,482, 736 
R. os 554 3,069,420 25,492,200 156, 896, 477 
New business figures include the following increases 
$437,092, $538,092; 4, $36,000, $27,219; 5, ore oa 267.3 323, 
ment "business wholly reinsured. 


evivals for 1953 and 1952, respectively: 1, $44, 948,518, $43,968,502; 
js. 862,678. Deferred annuity volumes included in figures shown. tAfter deduction of res 336,535 ono dl 


Increase Prem. Benefits Total 

In Ins. Income Paid Disburs. 

in Force* in 7 1953 

$ 

—1,417,112 2,686,724 858,155 2,642,849 
203,595,187 48,053,091 29,629,259 46,042,220 
10,420,477 1,021,640 105,633 2,530,544 
1,128,516 1,162,148 700,790 1,445,768 
3,523,481 484,218 50,945 219,670 
—2,198,467 2,257,264 923,849 2,163,947 
20,856,027¢ 5,144,992 2,252,797 4,394,928 
11,260,337 3,194,265 1,397,051 2,820,111 
27,159,672 4,187,215 11,043 4,263,177 
4,446,149 3,258,728 1,237,841 2,795,014 
3,731,739 1,551,029 428,088 1,919,484 
8,362,854 1,772,507 368,402 1,367,639 
4,908,979 1,643,317 626,377 1,671,207 
3,196,684 3,155,559 969,95 3,012,994 
57,963,213 4,132,153 7,621,287 10,539,440 
7,428,463 580,684 207,634 624,783 


1,615,827 . = 
48,221,653t 21,573,605 8,483,778 26,060,584 
153,370,094 212,503, 459 
461,684 1,473,040 
1,597,259 4,538, 056 
, $49,320, $231,439; 





6, 129, 051 
17,335,357 


2,273,873 
3,669,622 





e Gregory L. O’Shea of St. Louis, 
Mississippi Valley manager for North 
American Life of Chicago, has been 
elected treasurer and a trustee of 
Golden Rule Missionaries, an organ. 
ization that works in behalf of under. 
privileged boys. 





e San Francisco CLU chapter heard a 
discussion on the “ministerial” side of 
the life insurance business and the in- 
dividual agent by Dr. Harold C. Case, 
president of Boston University. 





e Joseph V. Buck, Northwestern Mu- 
tual, talked on “Harvesting the Hid. 
den Crop” at the February meeting of 
Detroit and Windsor life agency cash- 
iers. 





e The Davis S. Kamp agency of New 
England Mutual Life at San Francisco 
has moved to larger offices at 333 Pine 
street. 





J. L. KEY 
Paducah, Kentucky 


J. L. Key, Paducah, Kentucky, 
leading superintendent for 1952, 
is a prime example of a Life and 
Casualty trained career under- 
writer. After four years as an 
agent, Mr. Key was promoted 

to superintendent in 1946, and his 
record has earned him a place 

of high regard in our organization. 


It is men like J. L. Key that have 
made Life and Casualty one of 
America's truly great Insurance 
Firms. And, we might add, where 
the Nation's Happiest Agents 
maintain a spirit of loyalty and 
attainment that is as keen as 

you will ever find, anywhere! 


Life and Casually 


Guilford Dudley. Jr., iets 
Home Office: Nashville, Tennessee 


Life Insurance in Force 
OVER ONE BILLION DOLLARS 
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The value of research in agency op- 
eration doesn’t mean that an agency 
yice-president 
should act like a 
research man but 
should make his 
own decisions, said 
s. Rains Wallace, 
Jr. LIAMA direc- 
tor of research, 
during the agency 
management con- 
ference of LIAMA 
at Chicago. 

If he were an 

agency officer he 
would want to 
avoid, above all, the cost of false esti- 
mates of problems or decisions based 
on inadquate data, Mr. Wallace said. 
The speaker posed the situation of 
the vice-president who “prides himself 
on adequate data for recuiting, select- 
ing and supervising agents, but him- 
self has no real system for recruiting, 
selecting and supervising his mana- 
ers. 
, “If this vice-president asked me what 
research could do for him in this field, 
I would reply that the Manager’s Eval- 
uation Record is still available. I would 
admit that we are not as sure of its 
validity as we are of the Aptitude In- 
dex, but it is still the best thing around. 
If I were a vice-president, I’d use it. 
I think it would help my odds.” 

Mr. Wallace said he would use 
LIAMA’s Information Index in select- 
ing managers. Admitting that he can’t 
prove it picks good men, he said he was 
willing to bet that “a man who is too 
dumb or too uninterested to learn 
something about our business is not go- 
ing to be a very good trainer.” 

When interviewing prospective man- 
agers, Dr. Wallace would use a modi- 
fied Selection Interview Blueprint, “not 
because I can prove it will help me pick 
better men, but because I believe an 
organized, complete method of getting 
information is better than a disorgan- 
ized one.” 

He said he would also use the Sales 
Method Index when selecting mana- 
gers. “I can’t prove that a manager is 
likely to turn out agents who sell the 
same kind of thing to the same kind of 
people in the same way as he did, but 
I’m willing to bet on it,” he said. 

He suggesed putting all these steps 
together into a managerial selection 
process that might take a couple of 
days. While allowing that he can’t 


S. Rains Wallace, Jr. 








Hike Insuromedic Capital 


Stockholders of Insuromedic Life 
of Dallas have voted to declare a 50% 
stock dividend. This would increase 
capital from $250,000 to $375,000. 
The company has elected J. W. 
Jones, Jones-West Mortgage Co., Dal- 
las, a director. Charles H. Connolly 
was named consulting actuary. 





Feeney to Binghamton for Pru 
Prudential has appointed James L. 
Feeney district manager at Bingham- 
ton, N. Y. He joined the company in 
1923 and has headed the Scranton, Pa., 
district since 1942. 





® Miss Dorothy Smith has succeeded 
Robert Pool as manager of the Insur- 
ance Club of Dallas. 





e George J. Carter has been advanced 
to supervisor of the Farrell agency of 





XUM 


acific Mutual Life at San Antonio. 





Research No Substitute for J udgment but Avoids 
Costly Decisions Based on Inadequate Data 


prove this process gives a better chance 
of picking good men, he said he does 
know that a manager can make all the 
difference in the performance of an 
agency for years and “I am willing to 
bet a few hours against that.” 

“If I were a vice-president,” Mr. 
Wallace continued, “I would be watch- 
ing the Lapse Survey and match- 
ing it against my own figures with a 
wary eye. Lapse is inching up. How 
far should we let it go before we start 
to do something about it? If I were a 
vice-president, I would look back at 
the Research Report on the Persistency 
of Orphan Business. I would look at 
the latest reports on the factors which 
affected the persistency of business sold 
in 1949. I would think about the new 
Persistency Rater. Then I would make 
a decision.” 


Company Viewpoint on 
Group, Retirement Plans 
Topic of A.M.A. Meet 


Programs of group insurance and re- 
tirement are being discussed this week 
in New York at the conference on em- 
ploye group benefits of American 
Management Assn. in New York. 

M. A. Themer, supervisor of the 
statistical analysis section, industrial 
relations central staff of Ford Motor 
Co., was scheduled to analyze the es- 
sentials of a complete plan of group 
life, hospital, surgical and medical cov- 
erage at the March 18 session. Roy L. 
Jacobus, manager of the Ford Insur- 
ance department, will discuss the costs 
of group insurance for companies, and 
Robert T. Ross, manager of employe 
services of Ford, will present the over- 
all company objectives of group insur- 
ance and plans for merchandising such 
benefits. 

The contributing panel, Karl K. 
Kahler, vice-president in charge of 
employe relations of Bull Dog Electric 
Products Co., Detroit, and William A. 
Maddock, labor relations and insur- 
ance manager of Darin & Armstrong 
of Detroit, will comment on specific 
applications of the plans outlined by 
the speakers. 

On the second day the theme is re- 
tirement programs and representatives 
of Standard Oil of Indiana will ex- 
plain the basic elements of such plans. 
C. Henry Austin, manager of the in- 
surance department of that company, 
is chairman and speakers will be Ralph 
J. Sturkey, Jr., director of personnel, 
A. B. Dick Co., William J. Carroll, life 
actuary of Standard Oil of Indiana and 
R. Blaine Wiltse, insurance manager of 
Automatic Electric Co. 

A luncheon will be served each day 
followed by question and answer peri- 
ods. 





Lincoln National Raises Suchma 


Charles E. Suchma has been named 
assistant agency supervisor by Lincoln 
National Life. He joined the agency 
department of Reliance Life in 1921, 
becoming agency secretary in 1946. He 
has been with Lincoln National since 
1952 when Reliance was merged with 
it. 





State Farm Agents Meet 


Some 500 representatives of State 
Farm Mutual Auto and State Farm 
Life met at Michigan State College last 
week for a sales conference, and heard 
talks by A. W. Tompkins, agency vice- 
president, and Jack Miller, vice-pres- 
ident of the life company. 
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A WELL-BALANCED COMPANY 


NEW PAID BUSINESS 
SETS RECORD 


Outstanding performance by Fidelity’s Field pro- 
duced a record high of over $88,000,000 new business 
in 1953. 


Life Insurance in force over $807,000,000; assets 
over $280,000,000. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 











... Liberty and Freedom 


Liberty Life has closed its books on another 
year of progress ... our 48th since the found- 
ing of the Company in 1905. As in the past, 
we had the privilege and satisfaction of help- 
ing thousands of persons provide an essential 
freedom ... financial freedom...for them- 
selves and their loved ones. Our 1953 annual 
statement tells the story of this progress: 


$582 Million in Insurance in Force 
$70 Million in Total Resources 


These figures mean added security—and 
peace of mind—for an increasing number of 
families and individuals. At the same time, 
they reflect the capital support that Liberty 
Life is giving to the nation’s economy. 


| Laperry Lire 


a hed INSURANCE COMPANY 


Home Office 
GREENVILLE, SOUTH CAROLINA 





FINANCIAL FREEDOM FOR THE FAMILY 
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Verdict Given On 
Insurable Interest 
Believed Unique 


A verdict regarded as being of first 
importance and significance to the en- 
tire life insurance business has been 
rendered in a case recently tried in the 
Elmore county circuit court in Ala- 
bama, in which judgment for $75,000 
was entered against Liberty National 
Life and Southern Life & Health, both 
of Birmingham, and National Life & 
Accident of Nashville. 

The suit developed following the 
poison death of a child, Shirley Dianne 
Weldon, for which her aunt-in-law, 
Mrs. Earle N. Dennison, was convicted 
of murder and became the first white 
woman ever to be electrocuted in 
Alabama. 

It is understood that the defendant 
companies are preparing a motion for 
a new trial and that if this motion is 
not successful an appeal will be taken 
to the Alabama supreme court. 

The suit was based on an Alabama 


statute (title 7, section 119, code of 
Alabama, 1940) providing punitive 
damages to parents for the death of a 
minor child caused by the wrongful 
act or negligence of any person. The 
plaintiff, Gaston Weldon, father of the 
deceased child, sued to collect such 
punitive damages. He charged that 
each of the three companies named has 
issued a life insurance policy on the life 
of his infant daughter, Shirley, in 
which the aunt, Mrs. Dennison, was 
named as beneficiary and paid pre- 
miums; and that the issuance of such 
policies by the companies induced the 
beneficiary to kill the insured. 

The companies maintained in the 
trial of the case that the child’s parents 
had been fully advised of the applica- 
tions for the insurance and had agreed 
to the purchase of such insurance, and 
denied that the issuance of the policies 
had been a wrongful act or responsible 
for the death of the child. The plaintiff 
had sued for $100,000. 

From a legal standpoint, the case 
involved an issue of law, which, ac- 
cording to some authorities, has never 
been urged on a court. The plaintiff 


a tingle of 


excitement 


Whenever American United Life’s 
representatives gather for training, 
regional or field club meetings, you 
will find an undercurrent of excite- 
ment present—a feeling of high 
morale—the thrill of teamwork ac- 
complishment. This highly satis- 
factory situation is the result of 
complete understanding between 
home office and the field. 


As far as American United is 


concerned, no one group has a cor- 

ner on brains. The secret of sales 

success lies in the exchange of sales 

ideas; in letting these sales ideals 
trickle up from the field and filter down from the home office. 
Making “sales management” a two-way street builds better 
sales tools, better men and better business. 


And this philosophy accounts for the tingle of excite- 
ment: all of us may take credit for the record-breaking vol- 
ume of good business each succeeding year sees added to 


American United Life’s books. 


Assets over $100 millions, insurance in force over $550 millions 
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Home Office, Fall Creek Parkway at Meridian Street 
Indianapolis, Indiana 





based his cause of action for punitive 
damages on the alleged wrongful act 
of an insurance company in issuing a 
policy not supported by an insurable 
interest and alleged that such act in- 
duced the beneficiary to take the life of 
the insured. It appears to be an action 
in tort for damages arising from the 
wrongful act of issuing an insurance 
policy. 


Many Changes in New 
N. W. Nat'’l Rate Book 


Several new policies, higher cash 
values and more liberal settlement 
options, and reduction in ratings on 
some 440 occupational groups are 
among changes contained in a new rate 
book introduced by Northwestern Na- 
tional Life. 

Among the new policies are “Plan W”’, 
a non-participating contract which was 
given advance introduction to the field 
late in 1953 and which accounted for 
26% of the company’s total sales during 
the closing months of the year, and a 
child’s policy called the “Triple E.” 
The latter, a participating contract, is 
designed as an educational endowment 
but, if not used for that purpose, in- 
creases 214 times in face amount with 
a reduced premium after age 18, and 
doubles again in face amount at age 
25, still with the same reduced pre- 
mium. 

The company has greatly increased 
the number of policies available at pre- 
ferential rates and at the same time 
has reduced the minimum amount on 
these policies to $2,500. The new poli- 
cies feature generally higher cash 
values and the interest guarantee on 
installment options has been stepped 
up to 214%. Rates on all term policies 
are up Slightly, while rates are lower 
and benefits are now greater on all 
retirement income plans. 


Northwestern National has added an 
automatic extra accidental death bene- 
fit to seven of its policies which are 
issued down through juvenile ages. 
Formerly no accident benefit was 
available prior to age 15. The new pro- 
vision pays 50% additional in case of 
death from accident, is automatically 
issued in connection with these seven 
policies, and at age 15 and over the 
regular double accidental death benefit 
may be added, giving the owner of a 
$1,000 policy a total benefit of $2,500 
in the event of death by accident. 

The company now issues 15-payment 
life and endowment policies up to age 
70. It has issued ordinary life policies 
up to age 70 since 1948. 

It now accepts many persons with 
records of coronary heart attacks, or 
with certain congenital heart defects. 
Diabetics and cases of pernicious anem- 
ia, also formerly declined as uninsur- 
able, are now accepted at adjusted 
rates. Substandard is issued up to 
500% and automatic waiver of pre- 
miums is included up to a 150% rating. 
Substandard term insurance is avail- 
able up to 250% rating. 

War or aviation restrictions have 
been removed from all classes of mili- 
tary risks, and they now are subject 
only to particular amounts and plans of 
coverage. An extra premium is charged 
only on members of the submarine 
service. 

The more liberal provisions make 
possible world-wide aviation coverage 
in limited amounts to pilots, as well as 
others in the regular service and the 
reserves subject to the flying hazard, 


with extra premium charges for thy 
additional 
and flying experience. Minimum Policy 


—> 


risks, according to 


is term to 65. 


Lower minimum requirements fo 


members of the regular armed force 
from whole life to term to 65, but to 
term riders as heretofore. 


Increase in limit for unrestricte 


coverage on commissioned and warrant 


officers 


attached to non-combatan 


services from $10,000 to $25,000, anj 
to officers below age 40 with ranks he. 
low major, as well as to enlisted pep. 
sonnel, from $5,000 to $10,000. 


Elimination of all restrictions hereto. 


fore applied to stand-by reservists, ang 
double the amounts heretofore granta 
without restriction on any plan to 
ready reservists under age 35. 


Double the amount heretofore 


granted certain civilians and increag 
by 50% the amount to others subject to 
military hazards and lower the minj- 
mum premium plan for these classifj. 
cations from whole life to term 65, but 
without term riders as heretofore. 





S. F. Medical Society Is 
Setting Up Health Plan 


San Francisco Medical Society is ip 


the process of setting up a prepaid 
health insurance program which it ex. 
pects will be more comprehensive than 
that offered by California Physician 
Service or Blue Cross. The action ap. 
parently is prompted by the activities 
of the Kaiser Foundation, which op. 
erates the Permanente Hospitals with 
a closed panel of physicians for medi- 
cal and hospital services. 


The culinary workers unions at San 


Francisco recently contracted with the 
Kaiser Foundation. This is a group of 
some 12,500 which has had its contracts 
with Connecticut General Life, Occi- 
dental Life and Continental Casualty 
cancelled because of high loss costs. 


— 


Do You Want-— 





—_ 
Agents / 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 





(two of them, both sure-fire best 


sellers.) 


V Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 


National Equity Life has operated in 
the South for 29 years, and is now 
expanding into Texas and Oklahoma. 


This may mean unusual opportunities 
for you. 


Write today for full information. 


} NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 
— 
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to ag fs 1ys Public Ss Idea of thought so in the first place. 
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cents » A@H Needs Change 


~ Whoever evaluated John Appleman’s 
= ticle criticizing the A&H business 


yhich appeared in Readers Digest 


restricted mew it would appeal to the public or 
wartee ¢ never would have been printed, said 
ombatant frank R. Peregrine, Chicago insurance 


,000, 


and J .ttorney and member of the law firm 


aoe be J ¢ Peregrine & Bruegger, in speaking to 
Sted per. Chicago Accident & Health Assn. at its 


Yarch meeting. He mentioned that the 


. hereto. | ;emendous circulation of the Readers 
“ists, and | igest and its virtual worldwide suc- 
* Branted cess did not come about without intell- 


Plan t 


eretofore 
INcreage 
ubject to 


igent management, and that probably 

the current public opinion about the 

A&H business was properly sensed. 
“You can’t go against public opinion 


1e mini. | forever, something must be done about 
classifi. { it,” Mr. Peregrine said. “It is a tremen- 
1 65, by | dous force and cannot be changed ex- 


re. 


Is 


rept by the greatest effort.” He said 
aven leaders as renowned as the late 
Tranklin D. Roosevelt and the infa- 
nous Hitler and Mussolini did not cre- 
ate public opinion, but merely ex- 
pressed it. Other examples were the 


ty is in | swing to the unions in 1930 and the re- 
bie verse of the pendulum to the Taft- 
es Hartley bill type of thinking in later 


ive than | ° ine 

nysician | Y°47S: 

ion ap. . : 

ctiviti . 

ich 4 The speaker said there are those in 


1s with | the A&H business and other walks of 
r medi- | life who may think that awaiting de- 


velopments or letting things take their 


at San | course may be the answer, but this is 
vith the | grossly erroneous. “It is very import- 
roup of | ant to know that the great mass of peo- 


with 
om- 


est 











ple in the United States are thinking 
along the lines of the Readers Digest 
article and the recent similar trend by 
the Scripps-Howard newspapers—and 
do something about it.” 

The present public opinion of the 
A&H business is not based on hunches, 
but on personal experience or that of 
friends and acquaintances. In giving 
examples as to what can be done about 
the present situation, Mr. Peregrine 
mentioned other forms of insurance 
which at one time were not properly 
understood by the general public and 
which today enjoy a good reputation 
because of the efforts to do something 
about it. He referred particularly to 
early automobile policies and some of 
their exclusion clauses, while they now 
cover practically every desire of the 
policyholder, and the life insurance 
business which for so many years now 
has been the shining star of the insur- 
ance industry. 


_ Another example, the compensation 
field, has been taken care of by law, he 
said, and now, more than any other 
form of insurance, “the A&H business 
has remained a galloping ground of 
fine-print night-riders.” While there 
have been some laws passed relative to 
A&H, they have not been particularly 
drastic, but this may well come about 
and the business be run by legislation 
if Something isn’t done about public 
opinion. 

As concrete examples for bettering 
the A&H business, the speaker suggest- 
ed that the title of the policy give a 
perfectly correct impression of what it 
1s and that the same should apply to 
the literature about the insurance. 
There should also be a very complete 
and proper explanation on delivery. 
Also, when a claim comes in, and the 
policyholder does not have the cover 
which he believed to have, he suggest- 
ed calling in the agent who sold the 








liberal construction of policy provi- 
sions in favor of the policyholder. If 
there is any reasonable doubt in the 
language, the decision should go to the 
policyholder, he said. Referring to the 
agent being called in, he did not mean 
that he should necessarily explain a 
claim denial to the policyholder, but 
emphasized instead that some top-level 
official explain why it has been denied, 
that there are too many cases of inex- 
perienced persons explaining some- 
thing which only leaves the policy- 
holder with an extremely bad taste 
about the business. 

A good idea if a claim must be de- 
nied is to do so in writing, he said, so 
that after the customer has lost some 
of his original ire, he can read the ex- 
planation again. If the explanation is 
not sound, however, anyone should 
know that the policyholder should have 
collected the claim. 

One good reason for denying a claim 
is if the premium does not cover it, 
Mr. Peregrine said. On the other hand, 
“If you have the money to run the 
risk, some way should be found to pay 
the claim.” And by all means, if the 
premium does not cover, explain this 
fully. 


Boston Backs Cobb 
for NALU Trustee 


The Boston Life Underwriters Assn. 
is sponsoring the candidacy of Winslow 
S. Cobb, Jr., for 
trustee of the Na- 
tional Assn. of Life 
Underwriters. He 
is general agent in 
Boston for Con- 
necticut Mutual 
and National com- 
mitteeman of the 
Boston association. 

Mr. Cobb started 
in life insurance in 
the New England 
Mutual home of- 
fice in 1926. The 
following year, at age 18, he started 
selling and soon became one of New 
England Mutual’s leading agents coun- 
trywide. Except for service as a ma- 
rine corps officer in the second world 
war he has been general agent of Con- 
necticut Mutual since 1942. He has 
brought his agency from $1.8 million a 
year production to more than $7 million 
and from 25th place in the company to 
seventh. Four of his agents have be- 
come general agents. He has served 
two years on Connecticut Mutual’s gen- 
eral agents’ advisory committee. He has 
twice qualified for the Million Dollar 
Round Table. 

Mr. Cobb has served as a director 
and president of the Boston association 
and is a former director and now vice- 
president of the Boston General Agents 
& Managers Assn. He has served on 
several NALU committees and is a 
member of the Boston Life Insurance 
Trust Council. 





Winslow Cobb, Jr. 





e Alden P. Chester, president of Globe 
American Corp. of Kokomo, Ind., was 
elected a director of American United 
Life at its annual meeting at Indiana- 
polis. He is also president or director of 
other Kokomo organizations. 





e B. N. Woodson, president of Ameri- 
can General Life, has been elected a 
director of American General of Hous- 
ton. 
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Recently I heard a sales manager say that too many of 
us address our sales messages to our prospects 
"General Delivery" when we should be addressing them 
"Special Delivery". 

A pretty good way of telling us we should 
be specific--talk right down the prospect's alley. 

Made me think that must be the reason our Selective 
Investment Plan here at North American rings the bell 
the way it does. After all, what could be more 
specific than the job of saving exactly $100 a year— 
for exactly 21 years—-taking out an exact profit at 
that time; or leaving the money in and taking out an 
even greater exact profit later on...Period! 

If that's what the man had in mind, I'd say this 
"SIP" package of ours has "Special Delivery" written 
all over it. No wonder it accounted for 44% of all our 
new endowment sales last year. 





NORTH AMERICAN 


Life and Casualty Company 


ESTABLISHED 1896 


HOME OFFICE: 
MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND J. E. SCHOLEFIELD, C.L.U. 
President * Vice President—Director 
of Agencies 
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; to this, though it hardly seems neces- an unsuccessful applicant for an agent’s the proposed move because Guardi 

Blasts Bohlinger Stand sary, we again quote Professor Patter- or broker’s license to ask the court to had not “demonstrated that its presen 
in Guardian Site Case son (New York State Bar Assn. Bulle- reread his examination paper after the quarters are inadequate for the con. 
(CONTINUED FROM PAGE 7) tin) ... The superintendent may make superintendent had found he had failed venient transaction of its business” ang 

Such intangibles are not subject to ju- regulations interpreting the provisions to pass the examination. The depart- “does not urge that the proposed acquj. 
dicial review as a matter of course.” of the statute. These interpretative reg- ment succeeded in defeating the broad sition is ‘requisite for its convenien; 


“Finally, it is to be pointed out that ulations will be subject to review by 
the respondent’s argument admits of the courts as to their correctness. ..’’ 
no exceptions,” the LIA brief states. The superintendent’s argument that 
“It would exclude judicial review of his denial of the right of judicial re- 
every matter not covered by some af- view is consistent with legislative his- 
firmative statutory provision for re- tory is also attacked in the LIA brief. 
view. Section 21, for example, author- It recalls that in 1938 LIA sought to 
izes the superintendent to make regu- have included in the revision a provi- 
lations ‘not inconsistent with the pro- sion for statutory right of judicial re- 
visions of this chapter,’ including reg- view of many and undefined acts of the 
ulations ‘interpreting the provisions of superintendent by giving insurers and 
this chapter’. Section 21 makes no pro-_ their representatives a general right of 
vision for judicial review. Respond- appeal or review. 
ent’s argument would thus force the However, the department opposed 
conclusion that such regulations are the suggested change pointing out that 
not subject at all to judicial review. As among other things this would permit 





Now agents can make a good living right from 
the start. The Maccabees FREE direct mail 
prospecting programs open the door right 
where the insurance need exists. Agents are 
practically invited in to make a sale. 


FREE 
DIRECT 
MAIL 


means 


Fast 
Production 


All of our direct mail letters 
are free to our agents in unlimited quantities, 
including all postage costs! 


The Maccabees direct mail letters have 

' been especially designed to fit mass appeal, 
high commission, “packaged” insurance 
plans aimed at specific markets. They have 
played an important part in the building of 
many of our new agencies. 


Our field expansion program has opened 
many excellent opportunities for rapid 
advancement. Write to Robert 0. Shepler, 
Field Director, for complete information. 
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change proposed by LIA but this fact 
supplies no basis for the respondent’s 
argument that the provisions for judi- 
cial review in the revised insurance 
laws are exlusive,” the brief declares. 

The question before the lower court 
was whether the action of the superin- 
tendent was contrary to law or was 
arbitrary or capricious. As the first step 
in answering this question it was nec- 
essary for the court to consider the ex- 
tent of the superintendent’s power on 
an application to him for his approval 
of the acquisition of real estate for 
home office purposes and it was here 
that the court, adopting the superin- 
tendent’s view of his own power, “en- 
tered into fundamental error,” accord- 
ing to the LIA brief. It quotes the fol- 
lowing from the opinion of Judge 
Hecht of the New York county supreme 
court, who heard the case: 

“...Petitioner complains that this 
and other findings of the superintend- 
ent ‘is an attempt by respondent to 
usurp management’s function and to 
substitute his sole judgment for the 
combined judgment, business experi- 
ence and legal responsibility of peti- 
tioner’s officers and directors.’ But that 
is precisely the function and respon- 
sibility which the statute imposes on 
the superintendent. 

“The report of the Armstrong com- 
mittee indicated that insurers had 
wasted policyholders’ money by un- 
wise acquisitions of real estate for 
company use. The statute was amended 
to cure that evil. The requisite approv- 
al by the superintendent is not in- 
tended to be a mere ministerial act of 
reviewing the judgment of the insur- 
er’s directors and officers. The super- 
intendent, as the representative of the 
policyholders’ interest, must have his 
own judgment satisfied that the in- 
vestment is a wise one.” 

“We earnestly urge on this court,” 
says the LIA brief “the importance of 
correcting this definition of the super- 
intendent’s function and responsibility 
under this statute—a definition which, 
we submit, reflects a basic misconcep- 
tion of the legislative intent and which, 
if permitted to stand, would offer the 
prospect of unforeseeable difficulties 
in future cases. 

“Perhaps the court below was led 
to this definition by considering only 
the alternative of treating the super- 
intendent’s powers as (in the language 
of the opinion) merely ‘ministerial.’ 
But that is not the only alternative, 
nor is it the alternative for which we 
contend. The superintendent is, we be- 
lieve, restricted to reviewing manage- 
ment’s judgment... but such review is 
more than ministerial. 

“Where the evidence shows that 
management has failed to conform to 
the statutory criterion—shows no con- 
scientious and reasoned exercise of 
management’s business judgment in 
that regard—the superintendent may 
withhold approval. Where, as here, 
there is no such showing, he may not 
do so in the exercise in his own inde- 
pendent judgment as to the wisdom of 
the proposed transaction. If he does so, 
it is the reviewing court’s duty to cor- 
rect him.” 

For the most part, the LIA brief 
leaves to Guardian’s brief the burden 
of showing that the proposed quarters 
are “requisite for its convenient ac- 
commodation in the transaction of its 
business” as required by law. However, 
LIA does reinforce one point. It men- 
tions that the superintendent criticized 


accommodation and the transaction 
its business’” but on the contrary 
admits that it does not need additiong 
space for its convenient accommoda. 
tion...” 

“We emphasize this finding and re. 
lated discussion because they demon. 
strate in brief compass the respond. 
ent’s misconception of the meaning oj 
the statutory criterion,” the LIA brie 
states. “All the cogent business reasons 
which persuaded  petitioner-appel. 
lant’s management that the White 
Plains project was necessary for its 
business are brushed aside in favor 
of an undemonstrated (and undemon. 
strable) concept that an insurer cap. 
not need additional space for any of 
its so-called ‘home office activities 
anywhere, so long as its principal of. 
fice quarters are not physically jp. 
adequate.” 

The LIA brief also makes an addi- 
tional point: Guardian’s project of 
moving part of its home office actiyj- 
ties to White Plains could have bee 
accomplished by renting quarters there 
if suitable quarters had been available 
at a reasonable rental. In such event, 
no recourse to the superintendent for 
his approval would have been required, 
as the matter would have been recog- 
nized as one within management's 
sound business judgment and this free. 
dom of management to act responsibly 
on its judgment as to the company’s 
interest would have applied not only 
to the selection of quarters to be occu- 
pied and determination of the rental 
to be paid but also to the preliminary 
decision that it was in the company’s 
interest presently to move part of its 
activities to White Plains. 





Plans More Mechanization 


Occidental Life of California has 
embarked on a long-range program to 
integrate high-speed data processing 
equipment into its home office oper- 
ations. 

Based on experience and experimen- 
tation with intermediate type IBM 
calculating equipment installed last 
November, equipment which can per- 
form calculations at 20 millionths of 
a second, the company has reorganized 
and combined several of its accounting 
departments to more effectively use 
this type of equipment. 

Present equipment is being used in 
conjunction with calculating agents’ 
commissions, policy reserves, payroll 
deductions, testing new plans for ac- 
tuarial information, and other account- 
ing procedures at one time performed 
with hand calculators. 





Hancock Agents Complete Course 

A six-week course in group insur- 
ance, which included contracts, under- 
writing, administration, claim proce- 
dures and sales techniques, has been 
completed by 17 John Hancock agents, 
most of whom have been recently hired 
in group offices throughout the coun- 
try. The course was directed by Ro- 
bert J. Moseley of the group sales and 
service department. 





Has Aid for Publicity Chairmen 

Occidental Life of California has 
published a booklet on preparing pub- 
licity for newspapers which it w 
make available through agents to 
newspapers and the general public, 
without cost. 5 

Prepared after consultation with 
newspaper men, journalism professors, 
and public relations experts, the book- 
let contains many tips to help publicity 
chairmen of organizations put their 
material in a form that will improve 
its chances of getting in a paper. 
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Union Central's 
$500,000 Club 
Meets in Havana 


A great life insurance company re- 
sults from long-term planning that is 
definite enough to keep the company 
on its course, but flexible enough to 
adjust to changing conditions, Presi- 
dent W. Howard Cox told Union Cen- 
tral’s $500,000 club at its convention in 
Havana. 

He said the plan must be thoroughly 
understood by every member of the 
organization, including the field man, 
who is expected to play a part in the 
continuous growth of the company. 

Mr. Cox then reviewed progress 
made since he laid down a complete 
new business program in 1947, and 
outlined the position he expects his 
company to attain by 1967, the date of 
Union Central’s 100th anniversary. 


Guest speaker was Basil S. Collins, 
vice-president of Old Colony Trust Co. 
of Boston, who discussed insurance and 
later led a room-hopping session on the 
same topic, followed by sessions on 
promotion, personal organization and 
group insurance. These were led by 
Myron Jones, assistant superintendent 
of agencies, Fred C. Hirons, Cincinnati 
agency, and Harold P. Winter, assistant 
vice-president, respectively. 

Wendell F. Hanselman, vice-presi- 
dent and superintendent of agencies, 


hier 
A 





W. F. Hanselman 


W. Howard Cox 


closed the convention, stressing con- 
centration on salesmanship as probably 
the most important of all ingredients 
for success in the business. 

“Life underwriting,” he said, “gives 
you an opportunity to make a great 
deal more money than is possible in 
most other lines of business. And you 
can write your own ticket.” 

At a CLU luncheon, John A. Lloyd, 
vice-president and Charles N. Barton, 
president of the New York agency and 
of the company’s CLU group, spoke. 

Other home office speakers were 
Richard S. Rust, vice-president and 
secretary, Roger W. Clark, vice-presi- 
dent and associate secretary and Ed- 
ward A. Dougherty, actuary. 


e * e 


Speakers from the field included 
Lester A. Rosen and Carlton P. Shelby, 
Memphis; William M. Daniel, Atlanta; 
Jean G. Wiedermann, San Antonio; M. 
Eleanor Jackson, Boston; B. W. Arnold, 
Providence, R. I.; Nowman N. Gortz, 
Sidney L. Wolkenberg and Hubert E. 
Davis, New York City; Arthur P. 
Shugg, Ft. Lauderdale, Fla.; Lloyd R. 
Freeman, Jr., Philadelphia, and Elsie 
Doyle, Cincinnati. 

H. Sheridan Baketel, general man- 
ager in Philadelphia, received the 
Jerome Clark Award for 1953. Presen- 
tation was made by President Cox. 

The award, named after the late 





Jerome Clark, vice-president of Union Scheibe Heads Cheyenne Office 


Central and a leading figure in life 
insurance circles, is the most coveted 
the company has. Six categories of 
agency development are considered in 
determining the winner. Second place 
in the competition went to Donovan F. 
Moore, Seattle. 


Give Average Agent 
Break, Says Hadley 


Despite dismal statistics as to the 
“average” agent’s chances for success, 
it is possible to 
motivate him to 
succeed instead of 
fail, Ben F. Hadley, 
vice-president and 
superintendent of 
agents of Colum- 
bus Mutual, told 
LIAMA’s agency 
management con- 
ference at Chicago. 

The necessary 
steps are: (1) de- 
cide definitely and 
positively just 
what jobs the average agent should do; 
(2) figure out clearly and precisely 
just how average agents should do 
these jobs; and (3) devise and make 
available to the average agent a simple, 
effective, easy-to-use tool for doing 
these jobs. 





B. F. Hadley 


Mr. Hadley said that the business has 
shied away from going all out in 
providing the agent with basic tools. 

“We think that both we and our 
agents are beyond this sort of thing,” 
he said, “so we will not demean our- 
selves to work on it. But can we say 
that our average agent—the 50% of our 
present agents who fail and pass out of 
the business in five years’ time and the 
80% of our new recruits who fail and 
pass out of the business in three or 
four years’ time— is way beyond these 
simple, rudimentary things?” 

Mr. Hadley said it is the agency 
officer’s job to look after the interests of 
the agent and devise the necessary tools 
to help him succeed and “we are not 
privileged to duck that responsibility 
by delegating to agency builders or 
others.” 


He dismissed the proposition that 
there is no room in the business for the 
average agent, because “we all know 
that our market is not saturated. We 
all know that it stands with wide-open 
arms waiting for you and me to 
activate the average agent to the point 
where he will not only achieve success 
for himself, but also help the Ameri- 
can public secure the life insurance 
savings and protection it needs and 
wants.” 

No one should blame today’s high 
taxes and high prices, he said, for 
failure to activate the average agent. 
Personal savings are at an all-time 
high and “the money is there for the 
average agent to turn into life in- 
surance savings if you and I can really 
master our job of activating them.” 





Elect Weisensel in Wis. 


Leonard Weisensel was _ elected 
president of Western Wisconsin Assn. 
of A&H Underwriters at a meeting at 
La Crosse. Joseph Gittens was named 
vice-president, Walter Dopke secre- 
tary, and A. J. Joyce treasurer. 


Edward A. Scheibe, staff manager of 
the Mile High district at Denver for 
Prudential, has been promoted to 
district manager at Cheyenne, Wyo. He 
joined the company in 1937 at Aurora, 
Ind., and moved to Denver in 1948. 


e Robert R. Robinson, Jr., has re- 
turned to Lansing, Mich., as district 
supervisor for Sun Life of Canada. He 
held a similar post in Detroit for three 
years. He entered the business with 
the Lansing agency about five years 
ago. 
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Emerson Moran, Croswell, Michigan just completed that record 
as an agent of Wisconsin National Life 


“You can’t produce a record like that,” says Moran, “without 
having real sales appeal in every policy you present. I’ve found 
that appeal in Wisconsin National Life Policies.” 


With attractive merchandise to offer, it’s no wonder that WNL 
agents feel that they are treated very well. And too, they enjoy: 


a Retirement Income Pension Plan 
ec Attractive contracts including liberal renewals . . . lifetime 


d “Refresher” courses and field tested printed selling 


If you are interested in joining this fast-growing company, write— 


Agency Department 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


General Agency openings in Wisconsin, Michigan, 
Illinois, Indiana and Minnesota. 


First Legal Reserve Stock Life Insurance Company Incorporated 
in Wisconsin. 


Insurance Company, 


WISCONSIN 












Additional General Agency 





PP in 
Michigan, Ohio, Indiana, Illinois, 
Minnesota, lowa, and Florida 


. E. IM 
Agency Vice-President 


A GENERAL 


AGENCY 


COMPANY 








A full line of life policies with attrac- 
tive term riders that offer liberal 
provisions. 


Complete Sickness, Accident and 
Hospital coverage with 9 new stream- 
lined policies. 


Home Office training schools. 
Career contracts. 


Production clubs, conventions, 
awards, excellent sales aids. 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE: MILWAUKEE 
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“Make No Little Plans” 


It won’t be long now before we shall 
see a number of life companies in all 
parts of the country beginning to erect 
new home office buildings. High prices, 
scarcity of most building materials and 
labor shortages have for some years 
deterred many companies from com- 
mencing home office building projects. 
They have seen construction of all 
types delayed and interrupted by 
strikes, non-delivery of needed materi- 
als, inefficiencies and inadequacies of 
various kinds, and they have become 
discouraged at the prospect of being 
involved in such situations. 

But conditions are changing rapidly. 
Steel, the all-important building ma- 
terial, is in adequate supply. All other 
needed materials are available, and 
the labor shortage which has plagued 
contractors and builders for years is 
disappearing. 

All life companies have enjoyed a 
rapid growth during the past several 
years. In fact, the last 10 have been 
the golden years for life insurance. One 
record-breaking year has been suc- 
ceeded by another. This has resulted 
in many companies finding themselves 
in cramped quarters, working under 
crowded conditions, and unable to rent 
additional space in the same building. 
The only satisfactory answer for most 
companies in such a situation is to put 
up their own home office buildings. 

In recent years, there has been a 
definite trend away from the down- 
town districts of the big cities. It is 
usually the case that when a company 
decides to have its own building it 
moves out of the downtown district far 
enough to get the benefits of plenty of 
space at reasonable cost, adequate 
parking facilities, and adjoining land 
to be utilized for future expansion. 
In addition, when a company leaves 
the central business district it is almost 
obliged to install in its new home office 
building adequate luncheon or restau- 
rant and employes’ recreational facili- 
ties. In other words, it incorporates 
within its own building space-consum- 
ing facilities that did not exist at its 
former location. 

This leads us to the observation that 
most companies when constructing 
their home offices do not make suffi- 
cient allowance for future growth. This 
has been almost invariably the case, 
as any penetrating life insurance ob- 
server knows. It wouldn’t be difficult to 
point to an instance where a company 
has been erected with an insufficient 
amount of space five years after the 
new building was completed. This is 
rather puzzling, because most compa- 


nies plan their new buildings care- 
fully, employ efficiency experts, of- 
fice planning specialists, and architects 
with a background of home office con- 
struction experience, and yet almost 
without exception they underestimate 
their own growth possibilities. 

This is not a serious matter when 
a sufficient amount of ground adjacent 
to the original building has been pur- 
chased, but it does not always happen 
that way. Even when it does, the final 
result is often two or three or even 
more buildings being used for home 
office purposes at one location whereas 
a more optimistic estimate of future 
company growth would have resulted 
in a larger building in the first place 
and an architectural plan calling for 
additional harmonizing units, so that 
with the passing of the years the home 
office would not have a patchwork 
or unplanned appearance. 

The failure or inability of life com- 
panies to estimate the extent of their 
future expansion and development is 
difficult to understand because there 
is no business in the country that 
grows more steadily and surely than 
life insurance. It is not an exag- 
geration to say that if a life company 
is going to stay in business it must 
grow each year. 

The normal, regular course of a life 
company is to increase in size; to con- 
clude each year with somewhat more 
assets, reserves, life insurance in force 
and surplus. It is true that in some 
years the gains may not be large or 
impressive, but they are nevertheless 
gains. There is not the up-and-down 
aspect to the growth of a life company 
that occurs in most other businesses. 
No one is unduly optimistic who says 
that it is normal and natural for a life 
company to become somewhat larger 
in all of its departments with each 
passing year. 

Knowing this, companies planning 
new home office buildings are not 
reckless, impulsive or merely hopeful 
when they plan buildings much larger 
than may be needed at the moment. 
Any study of the business makes it 
abundantly clear that growth will be 
sure and certain. We hope that the 
companies planning the next batch of 
life home office buildings that we are 
soon to see rising in the principal cities 
of the country will take all of these 
factors into consideration, and that 
there may be an end to the inadequate 
planning of life insurance home office 
buildings which has been so evident 
during the last quarter of a century. 


a 


Why Estate Planning Is Catching On 


The programming of life insurance 
seems to be undergoing a curious but 
still natural evolution. At the lower 
end of the scale it has become increas- 
ingly apparent that too much program- 
ming is being done in cases that are 
not really worthy of it. Excessive zeal 
for programming can be a trap for the 
unwary agent. He uses up so much 
time that he risks selling too little bus- 
iness to make a living. 

At the other end of the scale pro- 
gramming appears to be developing 
more and more into estate planning. 
There is evidence of widespread in- 
terest in this among agents almost 
everywhere. 

It is of course natural that an agent 
who does a conscientious job of pro- 
gramming comes to realize that if he 
is going to set up the right kind of in- 
surance program for his client he has 
to know not only about his insurance 
estate but almost everything else he 
owns, as well. 

This eagerness for further knowledge 
about estate planning was evidenced 
in the turnout at the recent New York 
City CLU estate planning conference, 
which has been held for several years, 
and at the inauguration of a CLU es- 
tate planners’ day at Harrisburg, Pa. 
Samuel L. Zeigen, general agent of 
Provident Mutual Life in New York 
City, was moderator at the New York 
City meeting, as in previous years, and 
was the sole speaker at Harrisburg, 
Pa., as he will be at similar sessions at 
San Antonio March 19 and Atlanta 
March 22. 

At Harrisburg Mr. Zeigen talked 
from 3 p.m. to 9 p.m., with only time 
out for dinner. He has made a great 
many other talks on estate planning 
in recent years, at which he has per- 
ceived a mounting interest among 
agents in learning more about this ad- 
vanced form of helping clients with 
their financial problems. 

Doubtlessly, part of the reason for 
this accelerating interest in estate 
planning is the fact that more people 
have more money than ever before. 


Moreover, because of the deep bite 
that income and state taxes can put on 
a comparatively small estate, it js 
becoming more obvious every day that 
anybody living very much above the 
subsistence level probably has an es. 
tate tax or at least an estate problem, 
Anybody who owns a house, a car, a 
little jewelry, a few stocks and bonds, 
and a moderate amount of life insur. 
ance, is close to or over the $60,000 
estate tax exclusion. 

The activities of life insurance ang 
trust councils have also doubtlessly 
had an effect in stimulating the inter. 
est in estate planning, as has the CLU 
movement by promoting an ever-higher 
level of professional service to clients, 

Not the least important factor in 
this increased interest in estate plan- 
ning is the realization that the agent, 
the accountant, the lawyer, and the 
trust officer can work together effec. 
tively as a team—and that if the agent 
fails to do his part in aggressively 
arousing the interest of the client very 
likely no action will be taken. 

Needless to say, the interest of agents 
in estate planning serves to raise their 
prestige substantially with the other 
members or potential members of the 
estate-planning team. This puts the 
agent in the position of a respected ad- 
viser rather than a brash fellow with 
a fast line of patter. 

What an agent interested in estate 
planning should understand, as Mr. 
Zeigen has emphasized on various oc- 
casions, is that merely sitting through 
an estate planners’ day does not equip 
anybody to go forth and tap a new 
vein of riches. What it can do, however, 
is to open his eyes to the vast potential 
field that may well be within his reach 
if he decides he is willing to pay the 
price in study. Naturally, the agent 
contemplating this step must realisti- 
cally appraise his market or at least 
the potential market that he can rea- 
sonably hope to operate in. But ap- 
parently there are more good prospects 
for estate planning than has generally 
been appreciated. 








New Hand Books Published 


for Kansas and Missouri 


New, up-to-date Underwriters’ 
Hand Books of Kansas and of Mis- 
souri have just been published by the 
National Underwriter Company. Each 
provides complete and up-to-date in- 
formation on the agencies, companies, 
field men, general agents, solicitors, 
groups and other organizations affili- 
ated with insurance throughout the re- 
spective states. 

Premiums and losses by lines, within 
each state for all fire and casualty 
companies and life insurance paid for 
and in force for life companies, are al- 
so presented in special, statistical sec- 


tions. Copies of either may be obtained 
Promptly from the National Under- 
writer Company, at 420 East Fourth 
— Cincinnati 2, Ohio, price $12 
each. 





Amer. Christian Finances Strong 


BISMARCK, N. D.—Assets of Amer- 
ican Christian Life of Fargo have not 
been impaired by an alleged embezzle- 
ment of company funds, according to 
Commissioner Jensen. He said the 
amount alleged to have been embezzled 
by a former cashier is only a small 
per cent of the total income over the 
period involved and that the company 
is in strong financial position. 
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A. J. Wheeler, Resident Manager. 





CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Arthur W. Riggs, epronypeina 

DALLAS 1, TEXAS—70 
Bldg., Tel. Prospect tet 
Southwestern Manager. 
DETROIT 26, MICH.—607 Lafayette Bldg. 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


8 Employers Insurance 
Alfred E. Cadis, 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Blidg., Tel. Main 5417. Howard J. Meyer. 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416, Clarence W. Hammel, Resident 


Manager. 

PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Fennypecker 5-3706. E. 
Fredrikson. Resident Manage 

P RGH 22 An 503. ‘Columbia Bldg., 
Bernerd J. Gold, Resident 


ao A Deuce a. 
F. W. 


Tel. Court 1-2494. 


Manager. 
S. 


SCO 4 
Tel. Exbrook 2-3054. 
Coast Manager. 
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- PERSONAL SIDE OF THE BUSINESS 








Sam B. Starrett, Jr., whose candida- 
cy for trustee of NALU was reported 
in last week’s is- 
sue, has spent the 
last 19 of his total 
29-year career 
with Guarantee 
Mutual Life as 
Omaha _ general 
agent. His candi- 
dacy is. being 
backed by the 
Nebraska and 
Omaha Assns. of 
Life Underwriters 
and Nebraska Life 
Agency Managers 
Assn. He has served in all elective of- 
fices for each of the three groups. 

For several years Mr. Starrett was 
a member of the NALU federal law 
and legislation committee and played 
a vital roll in arranging appointments 
for NALU leaders with Congressman 
Curtis, prominent Nebraska member 
of the ways and means committee, and 
Senator Hugh Butler of Nebraska, 
ranking member of the senate’s finance 
committee, on important NALU prob- 
lems concerning social security and 
NSLI legislation. 





Sam B. Starrett, Jr. 


Clint W. Murchison, who along with 
another Texas oil millionaire, purchas- 
ed 800,000 shares of New York Central 
railroad stock and is said to be sup- 
porting Robert R. Young’s bid for con- 
trol of that line, is a familiar insurance 
figure. It recently was reported he of- 
fered to put up $17 million to restore 
reduced benefits of certain Pacific Mu- 
tual Life policyholders, for which he 
would obtain control of the company, 
providing the present stockholders’ suit 
to prevent completion of mutualization 
is successful. He has held control of 
various insurers and has been identi- 
fied with insurance promotional ven- 
tures from time to time. 


John W. Carpenter, chairman of 
Southland Life, has been elected a di- 
rector of Republic National Bank of 
Dallas. 


Unusual opportunities for General Agencies 
are available in the above and many other 
cities, including San Francisco, Seattle, Denver, 
and Washington, D. C. Check with us for a 





Raymond H. Col- 
lins, president of 
Raylen Corp, 
which has_ been 
named _=s general 
agent for United 
States Life at Mil- 
waukee, is pension 
trust consultant 
for Wisconsin 
Bankers Assn. 
While at Franklin 
Life from 1936 to 
1942 he was na- 
Raymond H. Collins tional sales leader 

for four years. 

Charles R. Howell, now seemingly 
assured of the Democratic nomination 
for U. S. senator in New Jersey, is a 
local agent in Trenton. He is a mem- 
ber of the Milford County Assn. of In- 
surance Agents and of the New Jersey 
and National Associations. Several 
years ago he became the 1,000th mem- 
ber of the New Jersey association. He 
represents several companies includ- 
ing two life insurance companies. 


Norman Harper, 
who has been elec- 
ted actuary of Fi- 
delity Mutual Life, 
did war work with 
the Atlantic Ele- 
vator Co., and for 
two years was a 
member of LIA- 
MA’s agency cost 
committee. He has 
been associate ac- 
tuary of Fidelity 
since 1950. 





Norman Harper 


William Henderson, American Gen- 
eral Life agent at Houston, has re- 
signed as a member of the Texas house 
of representatives because of serious 
illness. He now is in St. Mary’s Infirm- 
ary, Galveston. 


Carrol M. Shanks, president of Pru- 
dential, has been elected a director of 
National Biscuit Co. 


A 





Frank G. Stone, 
who has_ been 
named  Philadel- 
phia general agent 
for Paul Revere 
Life and Massa- 
chusetts Protec- 
tive, entered in- 
surance in 1946 as 
special agent for 
Aetna Casualty, 
and has been an 





agent for Home 
Life. He is a navy 
Frank G. Stone veteran. 
Charles W. Fleetwood, southwest 


vice-president for Prudential has been 
named general chairman for Houston’s 
nearly $5 Million 1954 United’ Fund 
drive. 


Leon Irwin, Jr., general agent of 
John Hancock Mutual at New Orleans, 
as Rex reigned over the Mardi Gras 
there and was the central figure of one 
of the principal parades. 


DEATHS 


HOWARD C. RIES, 65, Equitable 
Society, Everett, Wash., trustee of Na- 
tional Assn. of Life 
Underwriters, died 
at Everett follow- 
ing a heart attack. 
He was elected to 
the NALU board 
last August at 
Cleveland. He had 
been with Equita- 
ble Society 32 
years. Mr. Ries 
had held all offices 
in the Everett and 
the state life un- 
derwriters associa- 
tions and was chairman of the NALU 
committee of agents. He was a trustee 
of the Everett General Hospital. 


MRS. MINNIE PARKER KNIGHT, 
87, widow of Charles B. Knight, foun- 
der of the Charles B. Knight agency of 
Union Central Life in New York City, 
died at the home of her daughter, Mrs. 
Walter E. Barton, at Douglaston, N.Y., 


Carn] 











Howard C. Ries 


after a long illness. Mrs. Knight was 
the mother-in-law of the late Walter E. 
Barton, former president of the Knight 
agency, and the grandmother of 
Charles N. Barton, now its president. 


THOMAS J. BINDER, 74, for some 
30 years general agent in Oregon for 
Equitable Life of Iowa, died of a heart 
attack at Tucson, Ariz. Mr. Binder had 
opened the company’s office at Port- 
land in 1917. He served on its general 
agents’ advisory counsel and was a 
past president of Life Insurance Man- 
agers Assn. of Portland. 


EDMUND C. LEONARD, 62, with 
Pacific Mutual Life in Chicago since 
1932 and for the last several years, ex- 
cept for army service, with the Rap- 
paport agency of the company, died at 
Bay Pines veteran’s hospital, Florida, 
after a long illness. He was an air 
corps veteran of both world wars. 


RAYMOND L. MATTOCKS, 64, who 
retired as associate actuary for Teach- 
ers Insurance & Annuity last year, 
died. He was with Prudential from 
1911 to 1918 and had been actuarial 
consultant to the Carnegie Foundation. 


FRED W. STUART, 81 former sec- 
retary of National Life of Iowa, died at 
his home in Des Moines from a heart 
ailment. He had retired from the com- 
pany in 1941. 


CHARLES H. MOORE, district man- 
ager for Life of Georgia at Mobile, 
Ala., died. He joined the company in 
1931 and had held his present post 
since 1937. 


DR. LESLIE C. LANE, 98, retired 
president of the old Surety Fund Life 
of Minneapolis, died there. 








CLU’s to Hear Otto at K. C. 

Kansas City CLU chapter March 26 
will hear a talk on “Behavior of Words 
-a New Tool for Life Underwriters” 
by Professor Ingolf H. E. Otto of the 
University of Kansas City. 





‘54 Stock Dividend Is Higher 

Liberty National Life has declared a 
1954 dividend of 95 cents a share on 
its stock. Last year at this time $1.60 a 
share was paid but later in 1953 there 
was a 100% stock dividend. 


EACH REPRESENTS A CITY 
If yours is there... 


YOU HAVE A REAL OPPORTUNITY! 


Though CENTRAL STANDARD does business from Coast to Coast (and Hawaii) 
there are still many choice spots for General Agencies. Now may be YOUR 
great big opportunity to hitch your wagon to this STAR in the life insurance 





field and become a part of its brilliant future. $350,000,000 in force—assets 
over $90,000,000! 
Liberal compensation. Unique policy plans. Modern underwriting. Direct 
and close relationship with company. 


@ Phone, wire or write Robert W. Staton, Agency Director 


possible opportunity in YOUR city. 


211 W. Wacker Drive 





CENTRAL STANDARD LIFE 


Tumded (HE—> INSURANCE COMPANY 


Chicago 6 
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260 MDRT Qualifiers 
Named in Third Listing 


(CONTINUED FROM PAGE 1) 

ter, New England Mutual, New York; Freder- 
ick B. Northrup, Jr., Mutual Benefit Life, 
Syracuse; George Y. Ragsdale, Union Central, 
Raleigh; Elmer S. Rosenthal, General Amer- 
ican, St. Louis; William I. Russell, Northwest- 
ern Mutual, Detroit; Albert I. Stix, Jr., Mutual 
Benefit Life, St. Louis. 

. Max Abramowitz, Lincoln National, Balti- 
more; M. Lee Alberts, Equitable Society, Chi- 
cago; Lawrence E. Andersen, Equitable Soci- 
ety, Pasadena; Sig H. Badt, Southwestern, 
Dallas; Sanford M. Bernbaum, Penn Mutual, 
Seattle; Willie A. Bethune, Jefferson Standard, 
Charlotte, N. C.; Nathan S. Bienstock, Massa- 
chusetts Mutual, New York; Francis G. Bray, 
New England Mutual, Houston; Iram H. 
Brewster, Phoenix Mutual, Pittsburgh; W. 
Lester Brooks, Jefferson Standard, Charlotte, 
T. James Brownlee, Equitable Society, St. 
Louis; H. R. Buckman, Old Line Life, Mil- 
waukee; Lloyd H. Bunting, Equitable Society, 
New York; Robert S. Calkins, Connecticut 
Mutual, Cleveland; Rollin T. Cayce, Great 
Southern, Houston. 

James T. Comer, Jefferson Standard Life, 
Gastonia, N. C.; Paul W. Cook, Mutual Ben- 
efit Life, Chicago; Lowell D. Crandon, New 
England Mutual, Newark; Robert A. Davies, 
New York Life, San Francisco; Joseph H. 
Dearie, New York Life, New Orleans; R. Earl 
Denman, Pacific Mutual, Cincinnati; David A. 
Donaldson, London Life, Toronto; William T. 
Earls, Mutual Benefit Life, Cincinnati; Ed- 
ward Felsenthal, New England Mutual, Mem- 
phis; A. C. F. Finkbiner, Jr., Northwestern 
Mutual, Philadelphia; Walter E. Fox, Union 
Central, Chicago; Robert C. Fyke, Occidental 
of California, Los Angeles; Wilbert E. Geh- 
man, New England Mutual, Philadelphia; 
Bruce I. Gheen, Mutual Benefit Life, Cleve- 
land; Henry W. Hays, Massachusetts Mutual, 
Rochester. 

Samuel S. Herman, Connecticut Mutual, Chi- 
cago; William C. Hester, Pan-American, Jack- 
son; John A. Hill, Aetna, Toledo; Norman R. 
Hill, Northwestern Mutual, Seattle; Walter N. 
Hiller, Penn Mutual, Chicago; Edward D. Hus- 
ted, Aetna, Toledo; Owen P. Jacobsen, New 
England Mutual, New York; Nathan S. Ja- 
cobson, Crown Life, Baltimore; Nate Kaufman, 
Indianapolis Life, Shelbyville, Ind.; J. Beryl 
Kemp, John Hancock Mutual, Chattanooga; 
Herbert V. Kibrick, New York Life, Boston; 
Leonard C. Kiesling, Continental American, 
Wilmington, Del.; Maurice J. Koch, Northwest- 
ern Mutual, Cincinnati; A. H. Kollenberg, Mu- 
tual Benefit Life, Grand Rapids, Mich.; Fred 
E. Kramer, Ohio National, Erie, Pa. 

Robert A. Lauer, Northwestern Mutual, Cin- 
cinnati; Samuel Leveston, Connecticut General, 
Hartford: Lawrence L. Lifsney, New York Life, 
New York; Edwin M. Lillis, Northwestern Mu- 
tual, Erie, Pa.; Ralph E. Loewenberg, Mass- 
achusetts Mutual, New York; William V. Lur- 
ie, New York Life, Brooklyn; John L. McCann, 
Jefferson Standard, Charlotte, N. C.; Harry A. 
+ nag New York Life, Colorado Springs; 
Harry R. McCoy, Penn Mutual, Philadelphia; 
John L. McDowell, New York Life, New York; 
Thomas B. McGlinn, Mutual Benefit Life, 
Miami; Kenneth L. Means, State Mutual, Chi- 
cago; Edward J. Mintz, New York Life, Salin- 
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as, Cal.; William B. Monroe, Union Central, 
New Orleans; Richard J. Moraff, independent, 


Paterson, N 

Patrick M. Mucci, Metropolitan, Paterson, 
N J.; D. L. Myrick, Great Southern, Lake 
Charles, La.; J. Edgar Nelson, American Na- 
tional, Los Angeles; Gordon D. Orput, New 
England Mutual, Portland; George H. Plante, 
John Hancock Mutual, Cleveland; Richard G. 
Poindexter, Northwestern Mutual, St. Louis; 
Arthur F. Priebe, Penn Mutual, Rockford, 
Ill. ;Clarence I. Quilling, New York Life, Day- 
ton, O.; James T. Quinn, T. Eaton Life, Win- 
nipeg, Man., Canada; E. Benjamin Redfield, 
Jr., Northwestern Mutual, Boston; Robert U. 
Redpath, Jr.; Connecticut Mutual, New York; 
Harold L. Regenstein, Massachusetts Mutual, 
New York; Charles E. Rosch, Northwestern 
Mutual, Baltimore; Harold C. Rose, indepen- 
dent, New York; Albert G. Ruben, Mutual 
Benefit Life, Los Angeles. 

Harry R. Schultz, Mutual Life, Chicago; 
Max Seigler, Great-West, Montreal, Que., Can- 
ada; Ben H. Sekt, New York Life, Sioux 
City, Ia.; Richard Sephton, Mutual Life, Van- 
couver, B. Canada; Henry Fluegel Silver, 
Mutual Benefit Life, New York; Roy D. Si- 
mon, Penn Mutual, Chicago; James Henry 
Smith, Jr., Massachusetts Mutual, Los An- 
geles; Bryan C. Stangle, California-Western 
States, Seattle; Louis R. Stein, Home Life, 
Newark, N. J.; Samuel C. Steinman, North- 
western Mutual, Chicago; Archibald D. Ste- 
wart, London Life, Ottawa, Ont., Canada; 
Henry C. Stockman, Sr., New England Mutual, 


Newark, N. J.; Harlin J. Stoltz, Northwest- 
ern Mutual, Normal, Ill.; Vic Vybiral, New 
York Life, New Orleans; James E. Watkins, 


New York Life, Lake Charles, La. 

Gerald F. Weber, Connecticut General, Los 
Angeles; William M. Werber, independent, 
Washington, D. C.; Jerry Wertheimer, United 
Fidelity, Dallas; Russell C. Whitney, Conn- 
ecticut Mutual, Chicago; Raymond E. Will- 
iams, Northwestern Mutual, Richmond; An- 
drew L. Wolf, Business Men’s Assurance, Flag- 
staff, Ariz.; Ervin C. Woller, Central Life, 
Milwaukee. 

QUALIFYING REPEATING 

Jerome Adler, Connecticut Mutual, New 
York; W. F. Alexander, Equitable of Iowa, 
Lawrenceburg, Tenn.; Ferrel M. Bean, John 
Hancock Mutual, Chicago; Jerome L. Block, 
Continental Assurance, Las Vegas; Vernon S. 
Brown, Ohio State, Tiffin, O.; Pat Bryan, Jr., 
Southwestern Life, Graham, Tex.; John Chris- 
topher, New York Life, Chicago; Howard J. 
Crofts, London Life, Toronto, Ont., Canada; 
Forrest S. DeBernardi, Equitable of Iowa, 
Tulsa; Earl W. Dickey, Fidelity Mutual, Al- 
toona, Pa.; William G. Doherty, New York Life, 
Boston; Wesley L. Dooley, Equitable Society, 
Pasadena; W. H. Gatling, Jefferson Standard, 
Norfolk; Max J. Goodman, Equitable Society, 
Terra Haute; O. Alfred Granum, Northwestern 
Mutual, Amery, Wis. 

John D. Haynes, Franklin Life, Fort Wayne, 
Ind.; H. W. Grosse, Northwestern National, 
Houston; M. J. Hamilton, Mutual Benefit Life, 
Chicago; Ralph H. Hester, Pan-American Life, 
Jackson ,Miss.; Clifford E. Hoenk, Northwest- 
ern Mutual, South Bend, Ind.; Robert In- 
gram, Massachusetts Mutual, Atlanta; Maurice 
A. Kennedy, Indianapolis Life, Moblesville, 
Ind.; Mortimer L. Levy, Imperial of Canada, 
Toronto, Ont., Canada; Frederick R. Lindquist, 
Mutual Benefit Life, Denver; Henry McCall, 











OLD LINE 
LIFE INSURANCE 
FOR 


$294,660,475 
60,238,794 
3,918,964 
25,058,651 


Jr., Sun of Canada, Portland; William L. Mc- 
Kechney, Northwestern Mutual, Chicago; T 
McNiel, Mutual Life, Dallas; Reginald H. Mac- 
Minn, Connecticut Mutual, Boston; D. B. Mea- 
dows, Jr., Jefferson Standard, Corpus Christi, 
Tex. 
Maurice W. Metzler, Jr., Massachusetts Mu- 
tual, New York; Alvin R. Meyer, Indianapolis 
Life, Indianapolis; Fay E. Morisseau, Interna- 
tional Fidelity, Houston; Beach Musser, Equi- 


table Society, Kansas City, Mo.; Harold M. 
Noaker, Ohio National, Canton; Wilmer S. 
Poynor, Jr., New York Life, Birmingham, 


Ala.; Hugh R. Purdy, North American Life, 
Detroit; Thomas R. Quilter, Aetna, Detroit; 
Harry A. Rife, New York Life, Detroit; Fran- 
cis W. Ryan, Massachusetts Mutual, Detroit; 
Millard S. Samuel, New England Mutual, Port- 
land; Samuel M. Selekman, New York Life, 
Pittsburgh; William L. Spencer, Equitable So- 
ciety, Youngstown, O.; Kenneth Spetner, Trav- 
elers, St. Louis; Clarence J. Stross, Jr., North- 
western Mutual, Youngstown O. 

slie H. Warshell, Acacia Mtual, Chicago; 
Stanley S. Watts, Equitable Society, Norfolk, 
Va.; George J. Weiner, New York Life, Wil- 
mington, Del.; Herbert . Whaler, Jr., North- 
western Mutual, Dayton, O.; R. Edwin Wood, 
Phoenix Mutual, San Francisco; Thomas E. 
Wright, Security Life & Trust, Norfolk, Va.; 
— A. Zimmer, Atlantic Life, Harrisburg, 
a. 


LIFE 

Paul B. Banks, United Benefit, Philadelphia; 
John S. Barovich, Western Life, Miles City, 
Mont.; Milton M. Bernstene, New York Life, 
Chicago; Philip F. Broughton, independent, 
New York Eunice C. Bush, Mutual Life, Ba- 
ton Rouge, Joseph J. Coburn, Massachusetts 
Mutual, Detroit; Ralph L. Colby, Franklin 
Life, Ormond Beach, Fla.; A. C. Duckett, 
Northwestern Mutual, Los Angeles; Gerald A. 
Eubank, Prudential, New York, C. Von Hick- 
man, Northwestern Mutual, Eugene, Ore.; Ta- 
keshi Jack Hitomi, Lincoln National, Sacra- 
mento; Samuel Kahl, Penn Mutual, Chicago; 
Edward J. Kavanaugh, John Hancock Mutual, 
Columbus, O.; Donald K. Kissinger, Massa- 
chusetts Mutual, Decatur, Ill.; Herman Lasker, 
Mutual Life, Eau Claire, Wis. 

Fred A. McMaster, Ohio National, Los An- 
geles; John R. Mage, Northwestern Mutual, 
Los Angeles; Louis Matusoff, Kansas City Life, 
Dayton, O.; Henry G. Mosler, Massachusetts 
Mutual, Los Angeles; Leigh T. Prettyman, 
Northwestern Mutual, Muskegon, Mich.; Carl 
D. . Prussing, Connecticut General, San 
Francisco; Lloyd Ramsey, Mutual Benefit Life, 
Memphis; Joseph H. Reese, Penn Mutual, Phil- 
adelphia; Frank G. Rollinger, Mutual Benefit 
Life, Sioux Falls, S. D.; Ben Smick, American 
United, Spokane, Wash.; Barry B. Stephens, 
Massachusetts Mutual, Los Angeles; Clem C. 
Tuggle, Travelers, Atchison, Kan.; Roe Walker, 
Northwestern Mutual, Milwaukee; Naaman J. 
Woodland, National Equity Life, Baton Rouge. 


Federal Health Reinsurance 
Bill Gets Close Study 


(CONTINUED FROM PAGE 1) 
to give at that time any detailed ideas 
of how they expect to implement the 
reinsurance plan. 

The bill’s purpose is to provide free 
technical advice to prepayment plans 
and “by making a form of reinsurance 
available for voluntary health service 
prepayment plans where such reinsur- 
ance is needed in order to stimulate 
the establishment and maintenance of 
adequate prepayment plans in areas, 
and with respect to services and 
classes of persons, for which they are 
needed. 

If the secretary believes coverage 
from existing sources is inadequate for 
these objectives, reinsurance may be 
offered. The secretary is given broad 
powers to say what kind of plans shall 
be eligible for reinsurance but the bill 
specifies that “the secretary shall not 
exercise any control whatsoever over 
the carrier’s premium or subscrip- 
tion charges under a health service 
prepayment plan” except that he shall 
not approve any plan that he thinks is 
not on a financially sound basis or is 
otherwise arbitrary or unreasonable or 
in which the allocation of premiums 
charges by the insurers as between 
risks to be reinsured and risks not to 
be reinsured is arbitrary or unreason- 
able. 

The bill appropriates $25 million to 
start the reinsurance fund and for the 
first five fiscal years administration 
expenses are authorized from the gen- 
eral fund of the treasury. 

Premium charges are to be fixed, by 
regulation, “in accordance with actuar- 
ial principles, as a percentage of the 
carriers premium income under the re- 
insured plan. The bill states that “in 
the fixing of premium rates, regard 
shall be had to the objectives of, on the 


one hand, making the reinsurance pro- 
gram self-sustaining over a reasonable 
term and, on the other hand, stimulat- 
ing and encouraging plans which wil] 
promote other purposes and objectives 
declared” in the bill’s preamble. 

In response to inquires regarding the 
position of the life insurance business 
on the reinsurance legislation, Amer- 
ican Life Convention and Life Insur. 
ance Assn. of America issued a state- 
ment that, pending a thorough review 
by appropriate committees of ALC 
and LIA, “it is not possible to evaluate 
the legislation in detail immediately,” 


QUALIFIED 


Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders. 

“If there is any sure recipe for 
field achievement”, declares Ran- 
som, “I believe it’s in knowing 
from the start that you're condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
1 always know that my investments 
in study and hard work will pay off. 
| never need to wonder whether 


I’m in the right business!” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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put that the bill is “appropriately di- 
rected toward encouraging and stimu- 
lating the insurance companies and 
other non-government organizations to 
provide still further health insurance 
services and coverage for the Ameri- 
can public. 

“This objective is fully in keeping 
with the desires of the insurance busi- 
ness and the legislation therefore ap- 
pears to merit careful consideration by 
the insurance companies,” the state- 
ment continues. Referring to the hear- 
ings to be held by House and Senate 
committees, the statement says “the 
life insurance business will be pre- 
pared to submit detailed views and 
suggestions.” 





Tells How Lincoln Nat'l 
Developed Its A&H Staff 


(CONTINUED FROM PAGE 2) 

to be used frequently, it is certainly 
consistent with the concept of provid- 
ing replacement of income benefits,” 
said Mr. Rietz. “In our opinion it is 
sound insurance practice and may 
prove quite valuable to prevent using 
long-term non-can benefits as unem- 
ployment insurance in some cases.” 

Commission schedules were to be on 
a graded, rather than a level basis, but 
with permanent non-vested service fees 
at higher levels than is customary in 
life insurance, to recognize the more 
frequent claim service agents generally 
render on A&H. 


Mr. Rietz said Lincoln National’s 
A&H is “completely integrated with 
our comparable life procedures except 
for underwriting and claims where 
we do have specialized personnel who 
devote full time to these functions.” 
He said this decision was made on the 
grounds that “an autonomous depart- 
ment would require at least some 
overstaffing in relation to probable 
early volume or would involve a dif- 
ficult problem in training a few people 
to perform multiple functions to a far 
greater extent than is the case in our 
life operations.” 

Mr. Rietz outlined some of the prob- 
lems of integrating A&H into each 
department. He said specialized train- 
ing is necessary if life underwriters 
are to be converted to A&H underwrit- 
ing. The insured’s honesty, morals, 
and ethics are more important in A&H 
underwriting; in life business, sub- 
standard applicants are granted full 
coverage for an extra premium; while 
generally in A&H substandard risks 
are granted insurance at regular pre- 
mium rates by use of exclusion riders 
intended to eliminate at least the 
identifiable extra risk. Such exclusion 
riders sometimes could result in grant- 
ing little effective coverage and in Mr. 
Rietz’ opinion “that is the case where 
the application should be declined.” 

The major difference to the issue 
department, Mr. Rietz said, is the use 
of a larger number of rider forms. 

The basic problem for the accounting 
department is the same as for life but 
for business not guaranteed renewable, 
controls have to be established to make 
renewal underwriting decisions effec- 
tive in cases where the company de- 
cides not to renew or to renew only 
with an exclusion rider, change in 
waiting period, or other modification. 
New accounts for A&H are necessary. 

For the actuarial department, Mr. 
Rietz said present life insurance actu- 


arial records are not adequate. The 


work load is increased here too, since 
additional detail for the annual state- 
ment and internal operating statements 
is needed. 

Mr. Rietz said that unlike life in- 
surance, A&H claims come quickly with 
developing volume. Yet claim princi- 
ples are not radically different from 
other personal insurance lines and 
“in our case, with experienced per- 
sonnel, we felt that early close super- 
vision would permit adequate handling 
of all claim problems that might occur.” 


Use of Ordinary in Pension 
Trusts Hobbled by Tax Bill 


(CONTINUED FROM PAGE 1) 
cidedly higher tax than the present 
law if an employe insured under a 
retirement income policy were to die 
within a few years after the policy’s 
inception. But for a policy in force for 
some years the difference would be 
small and it would not be long before 
the reserve would exceed the face 
amount. 


Dual LIAMA Meets 


Draw Good Attendance 
(CONTINUED FROM PAGE 2) 

to building their own manpower, 

terming this, though initially expen- 

sive, the best and most economical 

method in the long run. 

Mr. Woodson said the concept of 
training has undergone a marked 
change. There has been the advent 
of many home office schools, LUTC, 
the Purdue and Southern Methodist 
university programs, as well as many 
other courses. 


Financing also has come into its 
own, he said. While it is possible to 
build an agency force without a fi- 
nancing plan, he described it as con- 
siderably slower and more difficult. It 
is as false an economy as an agency 
trying to save a few dollars a month 
by not having telephone service. 

Mr. Woodson said he believes fi- 
nancing of a group is a measurable 
thing. He believes it is possible to set 
up validation schedules which make it 
possible objectively to consider the 
performance of an agent to be sure 





the financing program is within his , 


life insurance earning power. 

Size in itself for the smaller com- 
panies presents a problem, Mr. Wood- 
son said. They can overcome this, 
however, by striving to be big where- 
ever they operate. Improvement in 
transportation and communication fa- 
cilities no longer limits smaller com- 
pany expansion to contiguous states. 
By concentrating activity in states that 
offer markets in keeping with com- 
pany objectives, the smaller insurer 
can be as well, if not better known 
and entrenched as the large company. 
Reversing a trend of many years, Mr. 
Woodson said smaller companies now 
are getting a larger share of new life 
insurance sales. Five years ago, he 
said, 51% of this went to the five big- 
gest companies in the business, where- 
as last year the figure was 46%. 


Because there always are cogent 
reasons for buying life insurance, re- 
gardless of the economic picture, Mr. 
Woodson said the future for the busi- 
ness is extremely bright. Even at the 
worst, he said he only foresees a 
“slowing down to a gallop” or “cooling 
off to the boiling point”. Continuing 
increases in population, industrial pro- 
ductivity, along with a higher living 
standard as predicted by many, would 
seem to back up the prediction that 
by 1976 there will be $500 billion of 


life insurance in force, the speaker 
said. 

Work shop sessions were staged 
Tuesday afternoon, the moderators be- 
ing Charles H. Heyl, Bankers Life of 
Nebraska; M. K. Kenny, Excelsior 
Life, and John Ford, Forest Lawn Life. 
The work shops consisted of informal 
exchange of ideas within a small 
group, bringing the conference more 
nearly back to the pattern of earlier 
years. 





e Reliance Mutual Life of Chicago has 
been licensed in Texas. 


150 Boston Mutual 
Agents Join CIO 


More than 150 agents of Boston Mu- 
tual Life voted to disaffiliate them- 
selves from local 1282 of the Independ- 
ent Distributive, Processing & Office 
Workers of America union and to join 
the CIO Insurance Workers of America. 


Thomas L. A. General Agent 


Northwestern Life of Seattle has 
appointed William L. Thomas general 
agent at Los Angeles. Mr. Thomas has 
operated an agency there for several 
years. 




















NEW YORK CHICAGO 





reinsurance 


In the progress of Accident 
& Health underwriting, we 
strive to keep Employers 
consulting and Reinsurance 
service up to the current hour. 
It is a pleasure to share 
accumulating “know-how” 
with you whenever you suspect 
that we can help. So, 

your inquiry is invited. 


KANSAS CITY 
SAN FRANCISCO 


LOS ANGELES 
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. A SUCCESSFUL BUSINESS 
DESERVES A DEPENDABLE RECORD 


The Dallwig Record Book is universally used by agents 
of all companies because it gives them in one unit + a 
quick ready reference to all policies in force by name or 
policy number « a synopsis of each policy contract sold - 
information on each policyholder for future solicita- 
tion * a premium payment calendar - a record of in- 
sured’s insurance * a record of commission contract on 
each case written, both Ist-year and renewal * a total 
annual first year premium and commission record + a 
record of all renewal commissions by month « a record 
of total volume of business in force. 


Standard Size, $13.75 
Junior Size, $8.25 
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Must Combat Idea 


Laws Can End Health 
Problem: Zimmerman 


A significant hazard facing the pub- 
lic and insurance industry today is the 
viewpoint of those who think the na- 
tion’s health problems can best be 
solved by legislation, subsidization or 
socialization, Charles J. Zimmerman, 
LIAMA managing director, told that 
group’s A&H meeting this week at 
Chicago. 

Mr. Zimmerman suggested that “a 
very few bad practitioners” in the 
A&H field today may be setting the 
stage for this hazard. “Unfortunately,” 


he said, “there are some—very few, it 
is true—but some companies and in- 
dividuals in the A&H business whose 
practices are subject to justifiable 
criticism.”’ In the main, he said these 
criticisms are based on use of mislead- 
ing advertising, bad claim practices, 
maintenance of too-low claim ratios, 
the sale of too limited coverage, too 
frequent use of rights of cancellation 


and the refusal to renew. 


Mr. Zimmerman said he was certain 
the business was willing and eager to 
help eliminate these causes of criti- 
“but we can only succeed if 
those responsible are willing to do 


cism, 


their part.” 


Referring to those who believe the 
problem can be solved by governmen- 
tal action, Mr. Zimmerman said “it is 
with 


unfortunate there are always 








WANT ADS 








Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Bivd. 


Individuals placing ads are requested to 
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HOME OFFICE 
ASSISTANT GROUP MANAGER 


Leading middle western company 
has attractive opening for qualified 
group assistant. Group Department 
now three years old and undergoing 
definite expansion. Starting compen- 
sation $6,000 plus many company 
benefits. Definite advancement for 
qualified man. Confidential. Ad- 
dress Y-17, The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














AGENCY SUPERVISOR 
HOME OFFICE IN CHICAGO 


Unusual opportunity to become part of 
Home Office agency staff in Chicago 
company writing both Life and A & H. 
Must be capable of working with general 
agents. Supervisor will recruit and train in 
midwest. Preference given to man who can 
develop sales literature and write articles 


for house organ. Age 28-35—college 
graduate. 

Unlimited future. Give full details out- 
lining experience, education. Enclose 


photo. Confidential. Box Y-5, The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








MEMO TO LIFE CO. PRESIDENT 


If your Company has top agency executive 
post open or soon to be open, this advertiser 
will interest you. Seeking company with volume 
goal. Have program to offer. Address Box Y-7, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








HOME OFFICE 
A & H UNDERWRITER 


Leading Southern Company has attractive open- 
ing for qualified man. Full particulars as to 
experience. Salary open. Inquiries strictly con- 
fidential. Address W-93, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


DIRECTOR OF AGENCIES 


A relatively new Indiana Life Insurance 
Company with home office in Indianapolis 
is seeking a man with a thorough back- 
ground of life insurance selling and man- 
agement to head its agency organization. 
The company is soundly capitalized and 
well represented throughout the state. This 
is an excellent opportunity for an aggres- 
sive man to become an official of a grow- 
ing concern. The salary will be commensu- 
rate with background and ability. Please 
reply to box number given below, outlining 
in detail education, experience and past 
employment. Inquiries will be treated with 
strictest confidence. 

Reply Box Y-18, The National Underwriter 


Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


us those who ignore the facts.” He 
pointed to “all the evidence showing 
that government ventures into the 
field of health insurance have been 
dismal failures.” He praised the com- 
panies which, “though confronted 
with many difficult problems”, have 
entered the A&H field and stayed in it. 

Mr. Zimmerman suggested that 
much public education is needed “both 
as to what A&H can do and what it 
cannot do”. A major benefit of such 
education, he said, would be equality 
in doctors’ charges, fees and services, 
regardless of whether or not an A&H 
policy is owned. He urged educating 
the public to recognize A&H is not a 
substitute for proper family budgeting 
to meet normal and nominal medical 
expenses. 

Some companies also need to be ed- 
ucated to the potentialities of A&H, 
Mr. Zimmerman remarked. He empha- 
sized that “in too many companies 
A&H is not being given proper empha- 
sis or it is not receiving adequate at- 
tention from management. Too fre- 
quently, responsibility for the A&H 
program is placed in the hands of a 
junior rather than senior executive.” 

He stressed the need for “returning 
to the public in benefits the largest 
percentage of the premium dollar com- 
mensurate with safety and good busi- 
ness practices. If acquisition costs are 
greater than they need be, then costs 
to the public are greater than they 
should be.” 

Acknowledging 


that commissions 


are a major factor in the acquisition 
cost, he called the graded commission 
form of payment a step in the right 
direction. They alone, however, wil 
do little to reduce acquisition costs 
unless at the same time persistency 
is improved. Persistency can be bet. 
tered by “eliminating some of the 
short-sighted and unethical practices 
which lead to the rewriting of busj- 
ness.” 

Mr. Zimmerman said life companies 
should have integration as their event. 
ual objective. He noted this means 
“the sale to the same buyer of both 
life insurance and A&H by the same 
agent at the same time.” 





Royal Neighbors Registers 


Across Board Gains in ‘53 


Life insurance in force of Royal 
Neighbors of America amounted to 
$415,049,854 at the year-end. This was 
an increase of $7,667,222. 

Assets totaled $147,283,181, an in. 
crease of $4,318,533. The net rate of in- 
terest earned was 3.45%, compared 
with 3.38%. 

New paid for insurance in 1953 
reached $23,757,500, a gain of $1,002. 
900. Membership grew 2,375 to 557,409, 

Contingent reserves for fluctuations 
of interest and mortality amounted to 
$13,675,573, up $860,657, and uwn- 
assigned funds increased $101,112 to 
total $1,818,556. Benefit payments of 
$6,967,065 were higher by $361,757. The 
benefit payments included dividends to 
ares of $1,679,682, a gain of $144, 











AGENTS 


To sell for one of the largest Military In- 
surance Companies—Check these features: 
Top Commissions—Renewals Vested—Best 
Policies on the market—Fast, efficient 
Home Office Service—All policies conform 
100% with new Defense Department Direc- 


tive. 


WRITE—stating complete background to 
DIRECTOR OF SALES 
P. O. BOX 7008 
PHOENIX, ARIZONA 


join us. (Mid-west location) 


in complete confidence. 


175 W. Jackson Blvd. 


An Unusual Opportunity 


As one of the major service organizations in the life insurance 
field, we have an unusual opportunity for the man qualified to 


If you have a sound legal education, are capable of expressing 
yourself clearly, both in writing and orally, possess creative re- 
search ability and have the desire to gain national recognition 
for outstanding work, this opportunity should be a genuine chal- 
lenge to you. Prefer age bracket between 28 and 38, with some 
experience in estate planning work. Also, a good background in 
life insurance will help you make rapid progress. 


Ours is a fast-moving, hard-hitting organization. The opportunities 
are virtually unlimited for the right man. All members of our 
executive group know of this opening so please write fully and 


Box Y-15, The National Underwriter Co. 


Chicago 4, Ill. 














WANT TO BUILD A 
GENERAL AGENCY? 


If you are successful in the Life Insurance 
business and want a top commission con- 
tract with exclusive General Agency rights 
in any one of these California areas: 
Merced, Sacramento, Santa Ana or Ven- 
tura; write to W. R. Ernst, Director of 
Agencies, Guaranty Union Life, Beverly 
Hills, Calif. 





ACCIDENT AND SICKNESS DEPARTMENT HEAD WANTED 


Well established, Mid-Western Life Insurance Company now entering the 
accident and sickness business has top-management opportunity for a well 
qualified man, preferably between ages 35 and 50. Applicant expected to 
assume responsibility for preparation and filing of policy forms and for devel- 
opment of underwriting and claims procedures. 

Give detailed statement covering experience, education, age, and other 
pertinent data. All replies will be treated confidentially. 

Address Box Y-3, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago, Illinois 








POSITION OPEN 
JUNIOR UNDERWRITER 


An opportunity with a future with a young 
and progressive company located in the South- 
west; Life only; age 25 to 35, with one to 
three years experience; state qualifications and 
expected salary to Y-9, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 











GENERAL AGENCY 
OPPORTUNITIES 

One of the leading legol reserve old-line life 
companies has openings for general agents in 
Des Moines and Sioux City, iowa. Pension plan, 
group insurance, hospitalization and top com- 
missions. Write Box Y-I!1, The National Under- 
eo Company, 175 W. Jackson Bivd., Chicago 
q LL 











CANADIAN EXECUTIVE 


seeks position with Head Office of American 
Company. Twenty-six years experience various 
departments. Considerable knowledge of Plan- 
ning, Conservation, Accounting and Personnel. 
Field office background. Address Y-22, The No- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








Warehouse Rear Main Building. 





FOR RENT in Springfield, Ohio 


Attractive Office Space 
For Insurance Business 
Air Conditioned 


7000 Sq. Ft. Office Space—i000 Sq. Ft. Attic Storage—2200 Sq. Ft. Service 


Brick building in heart of city—own deep well—city steam—concrete and asphalt 
tile floors—fireproof vault—fine for executive and general offices—will subdivide. 


M. M. Brown, Agent, 23 So. Center St., Springfield, Ohio | 














Need 
of Ike 


Plan, 


While | 
ministrat: 
insurance 
the indus 
implemer 
U. S. Der 
& Welfar 
governm«¢ 
J. Skutt, 
H&A told 
March ms 

If the | 
called a 
should b 
clared. If 
subsidy 1 
called re 
necessitat 
operation 
basis wit 
indemniti 
said ther 
a progral 
of the U. 
cation & 
and impr 


In setti 
insurance 
it would 
orderly a 
the diffic 
other pro 
setup wi 
tion of tk 

The pl. 
expense | 
with a v 
termine t 
reinsuran 

“It mu: 
on, “that 
sickness | 
highest | 
Roughly 
ers out « 
each yeai 
of benefit 
to the pri 
treaties < 
counting 
sary.” 

This sc 
one of th 
ministrat 
put more 
less gove 
expense | 
necessary 
mance o 
functions 
administ1 
gram of 
ment of | 
all of its 
sistent w 


Mr. Sk 
also leac 
marking: 
ence that 
tendency 
tract.” 

“This r 
carefully 
necessary 
lic need, 
pointed 
companie 
form of | 
of insur 
are not s 
cooperati 
dividual 
tions an 
ment. It 








IL 


_ 








March 19, 1954 


LIFE INSURANCE EDITION 


27 








Need Reconsideration 
of Ike’s Reinsurance 
Plan, Skutt Declares 


While it is the intention of the ad- 
ministration in proposing an A&H re- 
insurance program to cooperate with 
the industry, the specific proposal for 
implementing this plan through the 
U. S. Department of Health, Education 
& Welfare, may by mistake put the 
government into the A&H business, V. 
j. Skutt, president of Mutual Benefit 
H&A told A&H Club of New York at its 
March meeting. 

If the government program is to be 
called a reinsurance program, then it 
should be reinsurance, Mr. Skutt de- 
clared. If it is a further tax-supported 
subsidy for relief, then it should be 
called relief. A reinsurance program 
necessitates elements of government 
operation. It must be set up on a sound 
basis with actuarial determination of 
indemnities and rates, and Mr. Skutt 
said there are many reasons why such 
a program as a part of the operations 
of the U. S. Department of Health, Ed- 
cation & Welfare would be “imprudent 
and impractical.” 

In setting up such a government re- 
insurance plan, Mr. Skutt commented 
it would be impossible to establish an 
orderly and sound program and avoid 
the difficulties on the reserve basis and 
other problems as in the social security 
setup without getting into the opera- 
tion of the insurance business. 

The plan would involve tremendous 
expense in setting up another bureau 
with a vast accounting system to de- 
termine the proper applications of any 
reinsurance arrangement. 

“It must be borne in mind,” he went 
on, “that the incidence of benefits in 
sickness and accident insurance is the 
highest of any form of insurance. 
Roughly it means that 25 policy own- 
ers out of every 100 receive benefits 
each year. To determine what portion 
of benefits which should be reimbursed 
to the principals under the reinsurance 
treaties a costly and complicated ac- 
counting operation would be _ neces- 
sary.” 

This sort of program is contrary to 
one of the objectives of the present ad- 
ministration, which Mr. Skutt said has 
put more business in government and 
less government in business. The high 
expense of government in meeting its 
necessary functions renders perfor- 
mance of expensive and unnecessary 
functions inadvisable at this time. The 
administration is committed to a pro- 
gram of economy and the establish- 
ment of a new insurance project with 
all of its implications would be incon- 
sistent with that commitment. 


e e e 

Mr. Skutt said such a program could 
also lead to socialized medicine, re- 
marking: “We all know from experi- 
ence that once a project is started, its 
tendency is to expand and not con- 
tract.” 

“This reinsurance proposal should be 
carefully reconsidered because it is not 
necessary at this time to meet the pub- 
lic need,” the speaker declared. “As 
pointed out earlier, there are more 
Companies engaged in providing this 
form of insurance than any other type 
of insurance protection...those who 
are not so protected can be reached by 
cooperation of the government with in- 
dividual citizens, the insurance institu- 
tions and the state insurance depart- 
ment. It is not necessary for the gov- 


ernment to get into the operation of the 
insurance business through the rein- 
surance program.” 

Instead, Mr. Skutt suggested the in- 
ternal revenue act be modified so that 
taxpayers are allowed a credit or de- 
duction for the amount paid in premi- 
ums for A&H insurance. The present 
5% medical expense requirement is 
unrealistic, being of little help to the 
average taxpayer. On an annual in- 
come of $5,000 a taxpayer has no ben- 
efit unless he spends more than $250 
and then the deduction is only for the 
amount in excess of that sum. This 
provision should be modified to per- 
mit deduction of the amount paid in 
premiums for such protection, with a 
removal of modification of the 5% re- 
quirement. It would not be necessary 
to establish a new government bureau 
or department to bring about this sort 
of cooperation; it is merely a modifica- 
tion of the tax formula. It has been the 
means by which government has en- 
couraged development of many impor- 
tant resources and business activities. 
“Certainly the wage earner who is 
thrifty and conscientious enough to 
make the sacrifice of paying premiums 
for such protection for himself and his 
family, should be given the same con- 
sideration that is accorded the investor 
and businessman.” 

With this added incentive for the in- 
dividual to purchase A&H coverage, 
Mr. Skutt said, great progress can be 
made in meeting the need, and protec- 
tion for those not now insured, and 
more adequate coverage may be given 
to those who have some protection. 

e J * 

“It would be done within the frame 
work of the American tradition of 
freedom of choice on the part of the 
individual and the company with 
which he wished to carry his protec- 
tion, the type of coverage that he 
wanted for the needs of himself and 
his family and with the same right of 
selection that he may exercise when he 
consults his physician. It is my opinion 
that in a very short time, the area of 
those who are not adequately protected 
would be reduced to virtually only the 
small percentage which we always find 
in need of actual relief. But if there re- 
mains a large segment of the popula- 
tion who, even with this help, could 
not obtain adequate protection and as 
a result of that a serious emergency 
existed which justified a reinsurance 
program, then the government should 
handle it as an insurance proposition, 
not as relief. It should be set up on a 
basis comparable to the manner in 
which the war damage insurance cor- 
poration was established by the feder- 
al government—upon sound insurance 
principles and upon closest coopera- 
tion with the state insurance depart- 
ments and the trained insurance per- 
sonnel in this country who have de- 
voted their lives to developing the most 
comprehensive system of insurance 
protection in the history of the world.” 

It will never be necessary for the 
government to contemplate such a pro- 
gram, Mr. Skutt continued. The busi- 
ness will respond to the type of coop- 
eration he suggested by continuing to 
improve protection and services. 





Huebner First Speaker 


in U. of Conn. Lectures 


Dr. S. S. Huebner, president emeri- 
tus of the American College, will speak 
at the first of a series of lectures on 
insurance at University of Connecticut 
March 22 at Storrs. The lecture series 
is being conducted through a grant 
from New York Life by the school of 
business administration. 


Program partic- 
ipants in the agen- 
cy management 
conference of 
LIAMA at Chica- 
go: Benjamin N. 
Woodson, Ameri- 
can General; John 
Ford, Forest Lawn, 
and Ben F. Hadley, 
Columbus Mutual. 





Registering for 
the LIAMA agen- 
cy management 
conference at Chi- 
cago are two of 
the original 36 
persons who at- 
tended the first 
meeting when the 
conference was 
known as the small 
companies: Ray- 
mond F. Low, 
American Reserve 
Life, and Jack 
Johnson, Wiscon- 
sin Life, are re- 
ceiving programs 
from Howard H. 
Becker, LIAMA 
administrative as- 
sistant. 





Appearing on 
the Chicago pro- 
gram of the 
LIAMA' agency 
management con- 
ference were Will- 
iam D. Haller, 
United Life & Ac- 
cident; Harold 
Thompson, Mon- 
arch Life of Can- 
ada, and Stuart C. 
Ferris, LIAMA 
consultant. 











International Fidelity, Tex., 
Rejects Plan to Sell Out; 
New Officers Are Elected 


International Fidelity of Dallas re- 
jected a plan to sell all assets and busi- 
ness of the company to Reinsurance Co. 
of America, received the resignation 
of company officers and elected new 
officers at the annual stockholders’ 
meeting, a special stockholders’ meet- 
ing and the annual meeting of directors. 

W. C. Stevens of Omaha, Tex., mer- 
chant and ice firm operator, was 
elected chairman and L. D. Lowry, Jr., 
Mt. Vernon, Tex., furniture, real es- 
tate and oil man, was named president, 
following the resignation of Joe Ed 
Russell as president and chairman. 
Several directors had purchased a sub- 
stantial block of stock from Mr. Rus- 
sell, who will continue as a director 
and substantial stockholder. He will 
serve as sales adviser to the company. 

Other officers elected are Gen. Pres- 
ton A. Weatherred, senior vice-presi- 
dent; J. Ed Green, vice-president; Pat 
Beadle, vice-president and _ general 


counsel; M. K. Russell, Jr., secretary- 
treasurer, and D. G. Axline, actuary. 

Directors declared a cash dividend of 
25 cents per share and announced that 
it contemplates a stock split and addi- 
tional cash dividends on a quarterly 
basis for the rest of the year. 


Grant $3,000 in Okla. to 
Catch Up on Life Backlog 


Governor Murray of Oklahoma has 
granted an appropriation of $3,000 from 
his emergency fund to allow the insur- 
ance department to employ a life ac- 
tuary in order to reduce the backlog 
cf work. The present actuary is H. O. 
Stark, 82, who has gotten behind due 
to illness. He has just recently re- 
turned to duty after undergoing minor 
surgery. 

Joel Wilson, senior department ex- 
aminer, will work with Mr. Stark. The 
appropriation will last until Aug. 31, 
and Mr. Wilson has been pulled off his 
duty as examiner to help with the ac- 
tuarial accumulation. He will receive 
the same rate of pay he gets as senior 
examiner. 
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Late News Bulletins... 


(CONTINUED FROM PAGE 1) 


Langer May Be at NALU AGH Session 

It is understood that Senator Langer, chairman of the Senate judiciary com- 
mittee, which is investigating A&H insurance, will be in New Orleans at the 
time of the NALU midyear meeting next week and NALU leaders hope it will 
be convenient for him to attend the session on A&H insurance. The committee 
is holding an expanded session on A&H problems Monday evening. 


N .Y. Life Makes Several Promotions 

NEW YORK—New York Life has advanced Paul A. Norton to vice-president; 
E. L. G. Zalinski to vice-president in charge of sales development; John H. Lane 
and Andrew H. Thomson to 2nd vice-presidents in the agency department; Ir- 
vin C. Jones to assistant vice-president in charge of group sales, and has pro- 
moted A. J. Buckner, Dallas, C. V. Denning, Atlanta, T. J. Murray, San Fran- 
cisco, from real estate and mortgage regional supervisors to assistant vice-pres- 


idents. 
Texas Securities Law Test 


After ruling against the state in a court test of the Texas securities law, Judge 
Charles O. Betts of the district court in Austin told attorneys he hoped an ap- 
peal would be made to higher courts for a final interpretation of what super- 
vision the state legislature intended on sales of investment shares and insur- 
ance company stocks. 

This question ought to be definitely decided for the benefit of the legislature, 
retary of State Howard Carney, who supervises sale of most corporation stock 
he said. The state subsequently gave notice of appeal. Meanwhile, Texas Sec- 
in the state, has asked the legislature for more specific authority to regulate 
securities now considered exempt. Chairman Garland A. Smith of the board of 
insurance commissioners has proposed that insurance company financial struc- 
tures be subjected to stricter state control. 

Judge Betts ruled that the secretary of state lacked power to issue a cease 
and desist order to halt sale of stock by Insurance Securities Corp., Sam Hous- 
ton Life, and Sam Houston Underwriters, Inc., all of Houston. 

Insurance Securities Corp. issued 250,000 shares at 10 cents a share to its 
organizers and is attempting to sell 250,000 other shares to the public at $10 a 
share, according to Assistant Atty.-Gen. Morrow. 


Bohlinger Resignation Rumor Is Denied 

The hoary rumor about Superintendent Bohlinger being slated to become 
president of Equitable Life Assurance Society has cropped up again, this time 
in Danton Walker’s column in the New York Daily News. A New York depart- 
ment spokesman denied there was anything to it and said he knew of no reason 
why the report, which first started circulating several years ago, should have 
been revived at this particular time. 


Press for Welfare Fund Regulation 

The Dewey administration in New York, in the closing days of the legisla- 
ture, decided to ask for passage of a bill giving the insurance department au- 
thority to examine union welfare funds. How much further the legislation would 
go depends on the reaction of labor which the administration was asking for 
its opinion before preparing the legislation. Assets of such funds in New York 
are estimated at $2.5 billion. 


a s 
McKernan Home's Chicago Group Manager 
Home Life of New York has appointed Joseph L. McKernan district group 
manager for the Chicago and Rockford area. His office will be at 1 North La 
Salle street. Mr. McKernan has been with State Mutual Life in Chicago for 
several years. 


Combs Warns on Phone Sales of A&H 

Warning to telephone salesmen for A&H companies was sounded by Com- 
missioner Combs of Arkansas, who said the nuisance should be stopped and 
that he was prepared to do something about it. He said he had appealed to the 
companies permitting agents to solicit business over the telephone to cease and 
desist. If this doesn’t work, he said, he will cancel the licenses of guilty agents. 
His department has received many complaints from Little Rock residents in- 
cluding ill persons about agents phoning at all times of the day trying to sell 
them A&H. 


Karnedy Agency Supervisor of National, Vt. 

National Life of Vermont has promoted John G. Karnedy to agency super- 
visor at the home office. He joined the company’s Vermont agency in 1943 
after having been with Grand Union stores, rejoined the agency after army 
service and in 1947 went to the home office as an agency department assistant. 

















California Aé&H Men writers Assn., was elected vice-presi- 
dent and C. E. Brovan of Mutual Bene- 
Elect Wood President fit, secretary. New directors are Ed- 


ward Miller and William B. Branden- 


Lloyd Wood of Hartford Accident, was 
elected president of the A & H Man- 
agers Assn. of Northern California at 
the annual meeting in March, succeed- 
ing R .H. York of Fireman’s Fund. Ro- 
bert E. Little of Paul Revere, recently 
elected president of the A & H Under- 





burg. 

The meeting was devoted largely to 
a discussion of recent articles criticis- 
ing the A & H business in the Scripps- 
Howard papers with suggestions on 
how to offset unfavorable reactions 
among policyholders and public. 


1953 Mirrors 
Great Strides for 


More Companies 
BANKERS, NEBRASKA 


Bankers Life of Nebraska registered 
records in 1953 in both increase in 
new business and increase in assets. 
New sales of $60,400,000 were a gain 
of 10.7%. Assets rose from $74,700,000 
to more than $80,500,000. Insurance in 
force reached $372,564,000, compared 
with $341,203,297. Benefit payments 
amounted to $3,150,000. 

Interest earned on investments after 
federal income tax was 3.40%. 


GREAT SOUTHERN LIFE 


Great Southern Life’s new life in- 
surance placed in force last year was 
$86,564,643, an increase of 19%. In- 
surance in force reached $638,955,031, 
compared with $592,480,462. The in 
force increase was 5% ahead of that 
for the previous year. 

Assets reached $145,165,548, com- 
pared with $136,196,765. Surplus and 
contingency reserves amounted to $8,- 
565,457 and policyholder reserves 
totaled $126,688,922. 

Benefit payments gained 12% to 
total $7,680,642. Lapses for non-pay- 
ment of premiums were the lowest 
ever, amounting to less than 7% of 
insurance in force. 

There were 156 agents who qualified 
for the Great Southern Club, the larg- 
est in the company’s history. Their 
average paid production was $437,492, 
and seven paid for more than $1 mil- 
lion. 


LIFE OF VIRGINIA 

Life of Virginia’s new paid-for busi- 
ness in 1953 exceeded $242 million 
and insurance in force now totals $1,- 
586,297,064. Assets increased $22,717,- 
551 to raise the total to $323,387,678. 
Contingency reserves were increased 
$470,039 to $4,500,000 and surplus in- 
creased $1,218,139 and now totals $16,- 
252,558. Agents in combination offices 
led all combination companies in vol- 
ume of ordinary sales per man. 


NEW ENGLAND MUTUAL 

New England Mutual’s 1953 sales 
totaled a record $441 million, up 15.7%, 
of which $416 million was ordinary. 
Insurance in force jumped 8.6% to 
$3,676,556,740, including $26 million in 
group. Income increased 9.8% to $186 
million, including $135 million in pre- 
miums and $50 million from invest- 
ments. Gross rate of return on $183 
million new investments was 4.27%, up 
.05%, and net rate of return, after 
expenses and federal tax was 3.36%, 
as against 3.27%. 

Assets increased $93 million to 
$1,447,000,000, of which $886 million 
is in bonds, $37 million in preferred 
stocks, $60 million in common stocks 
and $325 million in mortgage loans. 
Benefit payments totaled $59 million, 
including $33 million paid to living 
policyholders. Dividend payments for 
1954 increased $3 million to $21.3 mil- 
lion. Surplus increased $9 million to 
$102 million, including a $19 million 
investment fluctuation fund. 


REPUBLIC NATIONAL LIFE 

Republic National Life issued $147,- 
654,377 of life insurance last year 
bringing the total in force figure to 
$521,020,893, an increase of $82,174,235. 

Assets gained $6,493,457 to total 
$66,613,036. Capital and surplus stood 
at $1,795,964. Benefit payments 
reached $7,687,281, and total income 
was $19,233,632. 


SOUTHLAND LIFE 

An all-time high of $136,510,283 in 
new business was registered in 1953 
by Southland Life. This is an increase 
of $27,502,978. 

Insurance in force reached $800,- 
445,205, up from $752,223,552. Group 
in force rose to $50,870,434, a 21% 
increase. Group A&H premiums 
amounted to $428,644, up 19%, and 
individual A&H premiums were $127,- 
584. 

Assets reached $157,116,000 reserve 
and surplus funds $7,617,048, and 
benefit payments were more than $8. 
900,000. 


Cook Executive V-P 
of Bankers, Neb.; 
Others Advanced 


George B. Cook, investment vice- 
president of Bankers Life of Nebraska, 
has been promoted to executive vice- 
president. 

In other promotions, Dewey F. Gru- 
enhagen becomes financial vice-presi- 
dent; James F. McClean and Frank R. 
Shugrue 2nd _ vice-presidents, and 
James N. Ackerman associate counsel. 

New trustees are M. A. Miller, Oma- 
ha, and Dean R. Green and James 
Stuart, Lincoln. 

Starting with the company as a 
clerk in 1931, Mr. Cook subsequently 
became manager of the bond depart- 
ment. He was elected a director in 
1941 and investment vice-president in 
1946. He served in the navy in the last 
war. 


ALC Winds up Series 


at Denver Regional 

Rounding out American Life Con- 
vention’s series of three regional meet- 
ings, the Denver gathering, which 
drew 150 persons, proved as large a 
success as the meetings in Jackson- 
ville, Fla., and Cincinnati. As at the 
other meetings, the local companies 
were hosts for cocktails and dinner. 

Total attendance for the regionals 
was 368, which included 321 member 
company officers from 38 states, the 
District of Columbia and two provinces 
of Canada. 

At Denver, insurance department of- 
ficials from five states were present. 
They were Commissioners Kavanaugh 
of Colorado, Lange of Wisconsin, Taft 
of Wyoming, Roy D. Tofte, Kansas de- 
partment actuary, and Samuel E. Ore- 
baugh, Iowa deputy commissioner. 








FRANK L. BARNES, Ist vice-presi- 
dent and agency director of Ohio State 
Life, left, is being congratulated at 
Chicago by Frederic M. Peirce, assist- 
ant to the managing director of LIA- 
MA, on being one of six executives 
who have attended all 16 annual ses- 
sions of the agency management con- 
ference. 
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We help you 
turn prospects 
into friends, 
because it’s 
easier to turn 
friends into 
Policyowners 


Pan-American Life Insurance Company offers the following: 





Excellent sales aids Highly competitive merchandise 


Fine training Career contract for career men 


One of the Finest Direct Mail Plans (Proven through the years) 


In Addition — 


Unexcelled Home Office Underwriting and Service 


Pan-American's liberal compensation plan includes: 
NON-CONTRIBUTORY 
1. Group Life Insurance 
2. Group Hospitalization for Representatives and Their Families 
3. Pension Plan 


4. Disability Benefits 


For information Address 


CHARLES J. MESMAN 


Superintendent of Agencies 


PAN AMERICAN 


LIFE INSURANCE CO 


CRAWFORD H. ELLIS 


President 


EDWARD G. SIMMONS 
Executive Vice-President 
KENNETH D. HAMER 


Vice-President & Agency Director 
WEW ORLEANS, U.S.A. 
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ON TAXES! 


That’s what a 
regional insurance office 
can do at 


DAYTONA BEACH, 
FLORIDA! 





When you establish a regional office here 


which serves 3 or more states, you save 
80% of the premium taxes you formerly 
would have had to pay! 


The market surrounding Daytona Beach is a 
rich one. Florida is the fastest-growing state 
east of the Mississippi... bordering-state 
population increases are nearly as great. 


Besides the favorable new tax structure, 
the rich potential of the Southern market, 
you get these extra advantages at 
Daytona Beach: 


e Cooperation in finding sites, office 
space, and capital for buildings 

e Ample supply of workers 

e [deal year-round climate, assuring min- 
imum illness absenteeism, maximum 
efficiency, excellent employe morale 


Write now for full details! Address: 
M. L. Miles, Room 560 


Chamber of Commerce 


_ DAYTONA BEACH, FLA. 











Conilnsed 1933 Cnnual dtatomenits 
ZETNA LIFE AFFILIATED COMPANIES 


HARTFORD, CONNECTICUT M. B. BRAINARD, President 
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Highlights of 1953 


Torat premium income of the four A2tna Life Affiliated 
Companies in 1953 was $676,688,969. 

Total insurance in force in the AEtna Life Insurance Com- 
pany at the end of the year was $13,361,809,549, an increase 
of $1,617,913,783. 


TS 


During 1953, the four Etna Life Affiliated Companies made 
more than 3,670,000 claim payments, an average of more 
than 10,000 claim payments a day throughout the year. 
During the year: 

. . . $143,078,129.94 went to life insurance policyholders, 
beneficiaries and annuitants. 

... and $219,426,065.97 to or for policyholders who faced 
financial loss due to accident, illness, crime, fire or legally 
imposed liability. 

Since organization, the four AZtna Life Companies have 
paid to or for their policyholders $4,419,599,547.45. 


* = = * 


During 1953, AEtna safety engineers made 181,000 inspec- 
tions and engaged in other educational work designed to 
promote safer and healthier working conditions for the 
several million employees of the companies’ policyholders. 
In addition, the companies made available to the general 

public without cost a number of educational aids in the 
accident, fire and crime prevention fields. More than four 
million persons either saw AEtna’s safety motion pictures or 
read the companies’ safety and health literature and another 
15 million persons saw the companies’ loss prevention films 
on television. 

* eo * a 
On the average business day, the Aitna Life Companies 
invest approximately one million, eight hundred thousand 
dollars in governmental and private bond issues, in real 
estate, mortgages and preferred and common stocks. 

» * * = 


Salaried employees of the Atna Life Affiliated Companies 
in Hartford and throughout the country number 10,793. 

In addition, more than 25,000 men and women represent 
the companies throughout the country. Many of these repre- 
sentatives have been graduated from the training schools 
conducted in the home office. 

Approximately 21,270 stockholders share in the owner- 
ship of one or more of the 42tna Life Affiliated Companies. 
Of our individual stockholders, 58% are women. 


THE TNA LIFE AFFILIATED COMPANIES WRITE PRACTICALLY EVERY FORM OF INSURANCE AND BONDING PROTECTION 
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FINANCIAL CONDITION AS OF DECEMBER 31, 1953 


tna Life Insurance Company 


$2,370,717,579.57 


Assets 
2,194,761,483.87 


Liabilities 
Contingency reserve 
Capital 

Surplus 


$43,750,000.00 
30,000,000.00 
102,206,095.70 175,956,095.70 


The premium income was $463,108,057, an increase for the 
year of $58,622,900. Total insurance in force at the end of the 
year was $13,361,809,549, an increase of $1,617,913,783. Assets 
were $2,370,717,579.57, an increase for the year of $202,722,162. 


The Atna Casualty and Surety Company 


$ 255,406,505.60 
189,945,647.54 


Assets 

Liabilities 
Contingency reserve 
Capital 

Surplus 


$17,250,000.00 
6,000,000.00 
42,210,858.06 65,460,858.06 


The premium income was $149,039,495, an increase of 
$24,366,393. Assets were $255,406,505, an increase of 
$32,693,684. 


The Automobile Insurance Company 


$ 99,364,479.91 
62,653,201.56 


Assets 

Liabilities 
Contingency reserve 
Capital 

Surplus 


$ 7,550,000.00 
5,000,000.00 
24,161,278.35 36,711,278.35 


The premium income was $55,388,544, an increase of $3,552,917. 
Assets increased $4,926,179 to $99,364,479. 


The Standard Fire Insurance Company 


$  21,085,238.06 
12,777,105.46 


Assets 

Liabilities 
Contingency reserve 
Capital 1,000,000.00 

Surplus 5,908,132.60 8,308,132.60 


The premium income was $9,152,873, an increase of $315,302. 
Assets increased $1,177,467 to $21,085,238. 


$ 1,400,000.00 


FIRE AND MARINE 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 


LIFE AND CASUALTY 
AINA LIFE INSURANCE COMPANY 
ATNA CASUALTY & SURETY COMPANY 





